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New England Agents’ 
Mid-Summer Meeting 
Draws Record Crowd 


Convention at Manchester, Vt., 
Hears Insurance Leaders Dis- 
cuss Problems of the Day 


DeCELLES AND BAIR SPEAK 











Massachusetts Commissioner Sides 
With Agents on _ Branch 
Offices and Auto Finance 





Manchester, Vt., July 7—Nearly 500 
insurance men and their families were 
present at the get-together dinner which 
marked the opening of the fifteenth an- 
nual mid-summer convention of the New 
England Associations of Insurance Agents 
at the Hotel Equinox here last night, 
and listened to a fine speaking program. 
Fred R. Smith, Haverhill, Mass., chair- 
man of the New England Advisory 
Board, was toastmaster and handled the 
post-prandial exercises like a veteran. 

Attendance Reaches New High 

Mr. Smith expressed his deep satis- 
faction at the big turnout, which he 
said was the largest ever registered at 
one of these meetings. He presented 
William Wills, local agent at Benning- 
ton, Vt., president pro tem of the Ver- 
mont Senate and candidate for lieuten- 
ant-governor of Vermont, who extended 
the greetings of the Pine Tree State on 
behalf of the Governor, who was un- 
able to be present. Edwin J. Cole, Fall 
River, Mass., past president of the Na- 
tional Association, had the honor of 
presenting Kenneth H. Bair, president 
of the National Association, who ex- 
pressed the felicitations of that body. 

One of the outstanding addresses of 
the convention was that delivered at the 
banquet Monday night by Insurance 
Commissioner Francis J. DeCelles of 
Massachusetts. His remarks on several 
problems met the whole-hearted ap- 
proval of agents present. A clear think- 
er and fearless speaker he handles with- 
out gloves whatever insurance problems 
he may be discussing. Even though his 
views do not always coincide with those 
of company executives or agents he 
throws light on the subjects he discusses 
and his remarks are studied with con- 
siderable care by those to whom they 
are addressed. Monday night he touch- 
ed on such matters as mutual competi- 
tion, branch offices, fleet-writing, ex- 
cepted city commissions and part-time 











agents. Particularly did the Commis- 
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The Sign Of 
GOOD CASUALTY INSURANCE 


U. S. Branch 
1892 


Established 
1869 





LONDON 


Guarantee & Accident Co., Ltd. 


Head Office: 55 Fifth Ave. 
NEW YORK 


+ 
J. M. Haines, United States Manager 
E. W. Lane, Resident Manager, 90 Maiden Lane, New York 


+ 
WRITES 
Automobile, Boiler, Burglary, Credit, Elevator, Engine, Flywheel, Liability, 
Plate Glass, Compensation and Personal Accident and Health 
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THE FINEST PASTIME 


“THERE is life insurance truth in these three 


writings of a very wise man: 











Helping the fellow who will help you help him is the finest pastime 
you can have. 


Interpreting this by the light of experience, we'll all agree 
that our happiest sales are made to those who, recognizing 
their need, help us, by their willing attitude, to supply the 
appropriate coverage. 


And this is true, isn’t it? 


It is the second and each additional policy applied for that indicates 
sustained faith in any company and adaptability of its policy provisions 
to the needs of individuals. 


Reputation of company and product, plus confidence in the 
Agent, are primary ingredients of clientele-building. 


This is the third: 


Man’s greatest value lies, not in being what he is, but in what he 
may become. Don’t waste time envying the success of others—rather 
discover and follow the processes by which they move forward. 


In other words, observe, analyze, choose, and adopt. 


Clientele-building, and progress from month to month and 
year to year toward earned success, all in the real underwriter 
spirit of service to one’s fellowman,— is it not “the finest 
pastime”? 


o 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincs.ey, President 
PHILADELPHIA 


Independence Square 











June Production 
Of Many Companies 
Record for Month 


An All-Time High Mark Set by 
One Organization; Had 28% 
Above Previous Best June, 1930 


THREE ARE BEST SINCE 1931 


Special Drives and Policyholders 
Months Figure in Result; Politics 
Little Hindrance 


Although it is generally assumed that 
a Presidential election year is too dis- 
turbed to produce good business and 
although during June both the news- 
papers and the radio were jammed with 
political messages of both big parties, some 
of pessimistic hue, insurance producers 
of a number of companies sold more 
insurance than in any other June since 
1931 or 1932. 

One company had the best June in its 
history; another the best month ever. 

No single reason stood out for the 
large amount of business done. Some of 
the companies reporting had drives in 
honor of outstanding personalities; some 
were having “policyhoiders’ month” with 
special privileges granted for additional 
insurance without medical examination. 
Other special conditions may have af- 
fected the results of specific companies. 

Figures of those companies which had 
reported this week are given below: 

The New York Life had a 32% in- 
crease in dollar volume of new insurance 
applications during June, according to 
President A. Buckner. The June, 
1936, volume of more than $53,290,000 of 
new applications exceeded May by 11% 
and was larger than any month’s volume 
during the first half of this year. There 
were 24,851 new applications during 
June, 1936, an increase of 35% over 
June, 1935, and an increase of 11% over 
May of this year. 


An All-Time Record 


With its home state agency setting the 
pace, Northwestern National Life of 
Minneapolis set an all-time record for a 
single month’s production of regular 
business in June as sales skyrocketed to 
$7,408,391. Total sales for the month, 
including group, were $7,721,691. 

The White & Odell agency, state man- 
agers for Minnesota, turned in the larg- 
est volume of regular business in its 
history, $2,102,672, which was 23% better 
than any previous month, 49% greater 
than the best previous June, and nearly 
three times the volume produced in 
June last year. 

For the company, June’s new regular 
volume topped the best previous single 
month, October, 1935, by $44,000. It was 
28% better than the best previous June 
record set up in 1930, and exceeded last 
June’s sales by 69%. 

Northwestern National’s production of 
new regular business for the first six 
months, $31,959,317, is well ahead of sales 


(Continued on Page 7) 
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“Bill, meet Jones,—he’s in the life insurance business” 





IMPORTANT NOTE 


If YOU are inclined toward 
“MODIFIED” life insurance we will let 


you in on our own Private Blend of 





Protection written in one policy contract. 
It is somewhat astounding to those who 


depend on the lowest price for sales! 


(Another product of the Pershing Square Agency) 


100 E 42d St 


Massachusetts Mutual 





Your Prospect 
can’t give you 
the Go-by 
with 
the NEW 
“Compresentation” 


(Another product of the 
Pershing Square Agency) 











Mr. Morton J. Thornberry 


and the 


“POST INCOME BOND” 


Another product 
of the 
Pershing Square Agency 


Mr. Morton J. Thornberry has done 
the best he knows how about life in- 
surance. He is really sincere when he 
says he has all he can afford and that 
his family will have to do the best they 
can on what he can manage to leave 


them. 


We (the Pershing Square Agency) 
tell him that we can set up his present 
insurance to give them a really livable 


income, and explain thus and so: 


“Mr. Thornberry, ‘The Post Income 


Bond’ is not life insurance as you un- 


derstand it, but a contract which, if 


your beneficiary is still living when 
your life insurance money is gone, will 
send her a monthly income check as 


long as she lives!” 


Mr. Thornberry is surprised with the 
plan, amazed at the low premium, and 


delighted with us! 
You too will be surprised with the 
plan, amazed at the commission, and 
delighted with us! 
If you'll inquire, we'll tell you all 
about the 


“POST INCOME BOND” 


(Another product of the Pershing Square Agency) 





AShland 4-8610 


Life Insurance Company 


LLOYD PATTERSON 


GENERAL AGENT 
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Schaick Writes on Outstanding Qualities 


of Life Insurance Management 


The qualities of insurance company management which loom large from 
the standpoint of State Insurance Departments are discussed by George S. 
Van Schaick, vice-president of the New York Life, and for more than four 
years this state’s Superintendent of Insurance, in the current number of 


Nylic Review. 


In the opinion of Mr..Van Schaick these qualities are fair- 


ness in treatment of claimants, courtesy to policyholders, care in underwrit- 
ing, financial judgment and the company’s attitude toward legal restrictions 


and supervision. 
His article in part follows: 


A man’s character is often indicated by 
his attitude toward his obligations. The 
same may be said as to corporations. No 
high-grade management will ever try to 
avoid a legal or equitable obligation, or 
cut down a legitimate claim by chiseling 
a settlement. Insurance companies of 
high standing are glad to pay their ob- 
ligations promptly and in full. They do 
not resort to subterfuge or technicality 
to avoid a just claim. It has been the 
observation of the Insurance Department 
of New York that petty, unfair tactics 
in claim settlements generally go hand 
in hand with doubtful financial stability. 
If such tactics are not the result of 
pending insolvency, they soon lead to 
that state by the destruction of good will 
and public confidence. 


Courtesy to Policyholders 


There is probably no private business 
where the public is so dependent upon 
the company with which it deals for 
information as in insurance. Policies are 
rarely read and seldom understood. Col- 
lateral information is often needed. Pol- 
icyholders seek out company officers or 
agents to press their inquiries. Good 
management always sees to it that cour- 
tesy is shown from the top down, no 
matter who the inquirer may be. Cour- 
tesy is usually but not always, a badge 
of quality. It certainly instils confidence. 


Care in Underwriting 

The very foundation of successful in- 
surance lies in the selection of risks that 
will be within the average experience 
upon which premiums are based. Frauds 
and imposition will always occur from 
time to time. They increase greatly 
through carelessness in underwriting. 
When companies (fortunately not in the 
life field) began to subordinate good 
underwriting to investments of specula- 
tive type, they made a glaring mistake. 
Troublesome times decreased their in- 
vestment values and increased their loss 
ratios. Careful underwriting and good 
investment judgment should go hand in 
hand, one supplementing the other. Care- 
less underw riting may of itself be fatal. 
Careful management lays great stress 
upon the character of business written. 
It is fortunate that this practice so gen- 
erally prevails. 

Financial Judgment 

The vast sums of money entrusted to 
an insurance company to be conserved 
and put to work, make a problem un- 
thought of in the early days of insur- 
ance. Each year brings new and differ- 
ent problems. There is an old saying 
that it is fairly easy to make money but 
difficult to safeguard it. Insurance man- 
agement has to meet economic condi- 
tions as they are. Anything can be 
successfully met if common sense pre- 
vails and one is always on the alert to 
use his best judgment. The published re- 
port of examinations of insurance com- 
panies and their annual statements give 


the picture of how well management ful- 
fills this requirement. Of particular in- 
terest to life insurance men are the 
published reports of life companies do- 
ing business in New York. Their reports 
give proof of the excellent manner in 
which this essential of management is 
met. 

Attitude Toward Legal Restrictions 

and Supervision 

When I came to the Department of 
Insurance as Superintendent of New 
York the situation which most astounded 
me was the indifference of certain com- 
panies and certain fields of insurance 
toward law enforcement. I was seriously 
asked if my administrative policy was to 
be one of enforcement or condonation. 
The insurance statutes of our respective 
states are far from perfect. Insurance 
supervision has many defects. The insur- 
ance law, however, is drawn in the pub- 
lic interest. State supervisory officials 
represent primarily the general public. 
Good managements cooperate whole- 
heartedly with supervisory officials. The 
morale of the whole insurance field de- 
pends upon respect for law and order. 
Good managements bring their business 


within the spirit as well as the letter of 
the law. Those which do not are easily 
and quickly identified. Those which do 
not, do more to discredit insurance and 
to ‘bring trouble and reproach to the 
entire insurance field than anything I 
know. Good managements abide by the 
rules of the game and do not cheat. 

Just as the lawyer with a reputation 
for probity and practices of high stan- 
dard has what is generally called the 
“ear of the court” so insurance company 
management that meets these require- 
ments which I have enumerated, rates 
high with supervisory officials. 

On one occasion I publicly stated, “The 
two greatest assets of an insurance com- 
pany are management and agency force, 
each one supplementing the other and 
each one useless without the other. 

“It was only fair for me to add that 
which I did, that the New York Life had 
both these intangible assets in unusual 
degree,—a conclusion on my part which 
has been confirmed by closer contact.” 





A Van Schaick Sidelight 

An interesting sidelight on George S. 
Van Schaick was written by Thomas A. 
Buckner, president of the New York 
Life, in the Nylic Review. 

The New York Life president said he 
had come into close contact with Mr. 
Van Schaick at conferences called by the 
Superintendent during the trying days of 
the depression in 1933. 

“I was deeply impressed with his 
earnest desire to prevent ruinous runs 
on life insurance companies by those 
who were demanding loan privileges for 
the purpose of hoarding or speculating, 
and with his great anxiety and sympathy 





Life Companies Paid Public 


Ten Billions In Three Years 
By Albert H. Yost 


Vice-President and Counsel, Phoenix Mutual 


(This article on the soundness of life 
insurance, written by one of the best 
known company lawyers in the business, 
was published in the Hartford Courant 
last week.—Epiror’s Nore.) 

Life insurance has not only stood like 
a solid rock during the economic storm 
of the last five years, but, during the 
critical years of 1933, 1934, and 1935, 
while the Federal Government contri- 
buted slightly over $4,000,000,000 to pub- 
lic relief, its companies poured out to 
its policyholders and their families the 
enormous total of $9,666,750,000 in pay- 
ments under their contracts. This dem- 
onstration of the ability of society, work- 
ing through private enterprise, to co- 
operate successfully for the purpose of 


meeting the losses caused by the in- 
evitable risks of life is due to three 
factors: the inherent strength of the 


institution itself; reasonable and efficient 
regulation by the states in which the 
companies operate; and the skill and 
good faith which its leaders have exer- 
cised in safeguarding the interests of 
their policyholders. 

Life insurance has the great advantage 
of being able to determine, with almost 
mathematical precision, the price that 


must be charged for its product in order 
to keep it a going concern. In calcu- 
lating premiums, two principal factors 
are involved: rates of mortality and rates 
of interest. If a company can make an 
accurate forecast of how many of its 
policies will mature as claims in any 


year and what rate of interest it can 
earn on its invested reserves, it is in a 
position to determine what premium 


will be fair to the policyholder and, at 
the same time, will enable it to live and 
meet its obligations. 


Accurate Measurement of Risk 


Patient and intensive research over a 
long period of time has placed at the 
disposal of the companies very complete 
tables of mortality, by which they have 
been able to measure with great accu- 
racy the risks they have assumed, not 
only among those who are in normal 
physical condition, but even among those 
who have phy sical impairments or whose 
longevity is affected by occupation or 
other insurance hazards. 

Moreover, the companies have been 
very conservative in their practices and, 
as a rule, not more than two-thirds of 
the policies which in any year are ex- 


for those policyholders in real distress 
and need of funds,” said Mr. Buckner. 
“After stringent but protective rules 


were promulgated limiting to a very: 
small sum the cash that a company 
might lend to an insured—no matter 


what his contract provided—I brought 
up a few cases of dire need for a much 
larger amount than the rule permitted 
the company to lend. I asked what we 
might do in such cases. 

“He replied: ‘Mr. Buckner, I cannot 
change my rules, made for the protection 
of all companies and their insured, for 
exceptional cases in any one company; 
but I will never criticize you for using 
your judgment and discretion in dealing 
with cases of real need.’ 

“So spoke a broad-minded public of- 
ficial, imbued with humanitarian in- 
stincts.” 





pected to mature as claims actually be- 
come payable as such. In other words, 
policyholders do not die as rapidly as 
the mortality tables in use would indi- 
cate. A very appreciable saving has re- 
sulted, which, under normal conditions, 
is returned to policyholders in the form 
of dividends, but which in troublesome 
times like the present, when the rate 
of interest on sound investments has 
become abnormally low, constitutes a 
powerful guarantee of continued sol- 
vency. 

The plan of insurance generally in use 
in this country calls for a level pre- 
mium either during the lifetime of the 
policy or during a specified period. This 
requires that in the early years of a 
policy the premiums will exceed the 
amount that is actually needed as the 
contribution of a policy to the current 
death claims of the company, and the ex- 
cess which is collected must be put away 
in a reserve fund, which is necessary to 
meet future obligations as they come 
due. The premiums are so calculated, 
moreover, that the reserves must be in- 
vested and accumulated at a definite 
rate of interest in order to fulfill this 
purpose. 

Contribution to Stability 

Fortunately, the maximum rate which 
might be used in the calculation of pre- 
miums has always been set sufficiently 
low by law to enable the companies to 
earn it even under a very conservative 
investment policy, and in practice com- 
panies have usually used even lower 
rates in their calculations. Consequent- 
ly, excess interest earnings have contrib- 
uted largely to the stability of the 
companies and have provided an addi- 
tional safety factor. While current in- 
terest rates in this country are for vari- 
ous reasons abnormally low, the earn- 
ings of the companies are still sufficient 
to maintain their reserves, and there are 
economic forces at work which indicate 
that those interest rates will tend to 
increase in the not too distant future. 
Irrespective of the temporary trends of 
interest rates, however, the companies 
still have the very large savings from 
mortality referred to above to maintain 
their strength. 

The second factor of safety in life 
insurance companies is that which state 
regulation has provided. It was recog- 
nized very early that life insurance is a 
business which vitally affects the inter- 
ests of a large part of our population, 
and that it is the duty of the state to 


(Continued on Page 6) 
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CACIA Home Ufc 


since 1893 


There must be merit in Acacia principles and the steadfastness with 


which they were and are put into practice, for such progress to have 











been made in a little over four decades. 
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(*May 31) 


ACACIA MUTUAL LIFE INSURANCE CO. 


51 Louisiana Avenue 





Building 


IN FORCE 
$ 500,000 
1,639,000 
2,166,575 
4,152,075 
19,809,512 
101,222,295 
300,925,984 
355,387,071 


1936 Lected Ounad and Joly Oncupied Wy JM 


ACACIA IS NOW IN ITS NEW HOME FACING the 
United States Capitol on the MOST OUTSTANDING 
NON - GOVERNMENT SITE IN WASHINGTON. 


Chartered by the Congress of the United States in 1869 


Washington, D.C. 


WILLIAM Montcomery, President 








Branch Offices in Sixty Principal Cities 
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Conn. Mutual Creates 
Award for Supervisors 


IS NAMED FOR FRED O. LYTER 





To be Given at Company’s Del Monte 
Convention in 1937; Developing 
Supervisory Work 





As a further step in its program_for 
developing supervisory work, the Con- 
necticut Mutual Life has announced that 
an award, known as the “Fred O. Lyter 
Award,” will be made at the company’s 
convention at Del Monte in 1937. To be 
eligible for this award a supervisor or 
district agent must qualify for the Del 
Monte convention; have a required num- 
ber of production units under his super- 
vision; and submit supervision records 
to the home office for analysis. 

Other factors taken into consideration 
will be the amount of convention pre- 
mium credits produced by agents in a 
supervisor's unit; number of agents in a 
unit who qualify for the Del Monte con- 
vention; evidence of effective joint work 
done by the supervisor with men in his 
unit; and number of new men whom he 
has contracted. 

At the present time the Connecticut 
Mutual is doing considerable work in the 
training of supervisors under the direc- 
tion of Assistant Superintendent of 
Agencies Fred O. Lyter. Four super- 
visors’ schools have been held and a 
monthly publication for supervisors, 

“The Organizer,” is edited by Mr. Lyter. 

Send Lapse Figures to Agents 

To bring more prominently to the 
attention of each agent the important 
part which he plays in the company’s 
gain or loss of insurance in force, the 
Connecticut Mutual has taken the step 
of furnishing each agent with a record 
of his own individual gain or loss of 
insurance in force. This report is made 
every four months and shows the paid- 
for business for the period, terminations, 
and the resultant gain or loss of insur- 
ance in force. 

To show exactly what the terminations 
re, this factor is broken down into first 
year terminations, second year termina- 
tions, after second year terminations; 
and miscellaneous, such as death claims 
and matured endowments. 





A. A. Heald Detroit General 


Agent for Bankers of Iowa 


Abner A. Heald, since 1929 Milwaukee 
general agent of the Provident Mutual 
Life, resigned July 1 to accept appoint- 
ment as general agent of the Bankers 
Life of Iowa at Detroit, Mich. He rep- 
resented the Bankers in Madison, Wis., 
from 1924 to 1929. Mr. Heald for sev- 
eral years has been Wisconsin member 
of the national executive committee of 
the National Association of Life Un- 
derwriters, and was instrumental in the 
formation of a Wisconsin State Asso- 
ciation a year ago. He is a past presi- 
dent of the Milwaukee Association and 
the Milwaukee Life Managers & Gen- 
eral Agents Association. The Milwaukee 
Association tendered him a farewell din- 
ner at the Yacht Club on the eve of his 
departure for Detroit. 





HARRY PHILLIPS’ RECORD 





Big Producer in Engelsman Agency 
Completing 5th Year in Business Has 
Paid for $7,000,000 on 450 Lives 
Harry Phillips, Jr., million dollar pro- 
ducer in the Ralph G. Engelsman Agency 
of the Penn Mutual in New York City, 
completed his fifth vear in the life insur- 
ance business on July 1. During this 
time he has continuously represented the 
Engelsman Agency. His record, particu- 
larly outstanding for a new producer, is 
a total of slightly more than $7,000,000 
= for business in all companies on 450 

Ives, 





_PLAN W. & S. CONFERENCE 

The Managers’ midsummer conference 
of the Western & Southern Life will be 
held in Cincinnati July 31 and August 1. 

















He Should Never Let Go! 


The man who takes seriously the 
responsible job of “fathering,” places 
his life insurance obligations first. 


Some others are not so cautious, and 
these latter are the great concern 


of the salesman. 


The possible consequences of a sur- 
render or lapse of a policy are so 
tragic that they are worth exerting 


every effort to prevent. 





Che Prudential 


Insurance Company of America 


Epwarp D. DuFrFieLp, President 
HOME OFFICE: NEWARK, NEW JERSEY 
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Leon Gilbert Simon An 
Associate Gen’l Agent 


WILL TUTOR SPECIAL GROUP 





Million Dollar Producer Author, Educa- 
tor, To Develop Limited Number 
of Specialists 


After operating for the past eighteen 
years as an agent associated with the 
Martin T. Ford agency of the Equitable 
Society during which he became known 








LEON GILBERT SIMON 


as an authority on business insurance 
and inheritafice’ taxes, Leon Gilbert 
Simon of 225 West Thirty-fourth Street, 
New York City, has been appointed an 
general agent by the Equitable 
He plans to develop a limited 


associate 
Society. 
number of selected agents who will be 
associated with him and tutored to qual- 
ify them to do the same type of work 
that he has sucessfully carried on for 
many years. The appointment became 
effective July 1. 

In addition to paying for many mil- 
lions of life insurance in the past several 
vears during which he has been one of 
the largest personal producers of the 
Equitable Society, Mr. Simon has for 
eleven years been a member of the fac- 
ulty of New York University and has 
written two books, “Inheritance Taxa- 
tion” and “Business Insurance” both of 
which have been widely used in the 
business and as text books. He has been 
much in demand as a speaker addressing 
two conventions of the National Associa- 
tion of Life Underwriters and_ the 
American Bankers Association. He has 
made several transcontinenial speaking 
trips addressing chambers of commerce, 
bankers and insurance meetings. 

For several years Mr. Simon has 
served as chairman of the Advisory 
Council, Insurance Trust Department of 
the Chase National Bank, he was presi- 
dent of the Life Underwriters Associa- 
tion of New York City in 1931, has 
served as national executive committee- 
man representing the New York associa- 
tion and for the past year has been 
chairman of the educational committee 
of the Life Underwriters Association and 
inaugurated the educational course that 
proved a_ successful venture for the 
association. 

Mr. Simon is a life member of the 
Million Dollar Round Table of the Na- 
tional Association, is a full member of 
the American Mathematical Society and 
is also a member of the American Eco- 
nomic Association. He entered life in- 
surance through Martin T. Ford being 
at the time a statistical engineer with 
the Bureau of Engineering Statistics in 
New York City following the comple- 
tion of an eng ‘ineering course at Colum- 
bia University. 
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W. W. Luman Made a Supervisor 


Winner of Aetna Life’s Master Salesman’s Tournament a 
World Traveler and Million Dollar Writer; Will Put 


on Men Without Insurance Experience 


W. W. winner of the Aetna 
Life national 
ment, 
producer, and a man with very wide and 


organizer, 


Luman, 
master salesman 
million-dollar-a-year 


tourna- 
consistent 


successful experience as an 


has been made supervisor of the Luther- 
Keffer agency, 
Street, 


100 William 
scratch a 


Aetna Life, 


and will build from 


Blank & Stoller 
W. W. LUMAN 
unit consisting of men who have not 


previously had insurance experience and 
whom he will pick out. Mr. Luman has 
been with the Aetna Life here for eight 
years. 

A world traveler, a man who has seen 
many sides of life, a discerning student 
of human nature, he started to work as 
a newsboy when he was ten years old. 
There were eight children in the Luman 
family, which at the time was in none 
too prosperous circumstances. He has 
worked on ships; at various times being 
messboy, stoker, fireman and deck hand. 
The ships carried him to the Orient, 
Russia and many other places. 


Six Years of Army Service 


During the World War he enlisted 
in 1914 in the Forty-eighth Highlanders 
of Toronto. When the United States 
entered the World War he joined the 
marines, serving with that outfit until 
1920. He got work on a Shipping Board 
boat of 20,000 tons going to China. 

Returning to San Francisco he went 
to work there soliciting subscriptions for 
a San Francisco paper. He attracted 
the attention of Hearst, later joining the 
Hearst papers in Chicago where he 
handled circulation promotion for the 
Herald Examiner and Chicago Ameri- 
can. He largely engaged unemployed 
ex-service men. He created a clever 
placard to be put in windows of homes. 
The placard showed a soldier and an 
inscription: “We have not forgotten our 
former heroes.” Soon everybody in dif- 
ferent neighborhoods wanted the plac- 
ards which their neighbors had in the 
windows with the result that circulation 
grew 

Mr. Luman came to 
tinued his circulation promotion work, 
working directly under Charles Hart 
who now publishes the Elks’ Magazine. 
It was Hart who made a statement about 


New York, con- 


Luman that he could sell anything; even 
fans to Eskimos. a 
After leaving Hearst Luman joined 


Virgil Neal in the sale of health prod- 
ucts where he was successful in organ- 





izing salesmen. Next he went with the 
Johndee Electric Co. in Brooklyn, his 
work there being to organize sales force 
for the sale of house wiring. He did 
a fine job and when that work was 
completed he went with the American 
Oil Burner Co., of which he was made 
general manager in charge of the New 
Jersey Distributors, Inc. While with 
that organization he was living at the 
Newark Athletic Club where he met T. 


M., P. O. and Harry Griffith of the 
Griffith Piano Co. pleading piano concern 
of New Jersey. T. M. Griffith induced 


him to go into the piano business, and 
he became a successful manager of piano 
showrooms for the Griffith Co., the last 
one being in Scranton, Pa. In that city 
he met Roscoe H. Keffer, then general 
agent of the Aetna Life. He sold him 
a piano. Mr. Keffer was convinced that 
he had unusual qualifications for life 
insurance salesmanship. Later, he joined 
Mr. Keffer in New York City; moved 
his family to Scarsdale, N. Y.; and 
started out selling insurance in Greater 
New York. He succeeded from the start 
and in eight years has never paid for 
less than a million a year. His crown- 
ing achievement was winning the Aetna 
Life’s national master salesman tourna- 
ment. 





SALE WITHOUT A WORD 


F. L. Ottenheimer, general agent in 
Chicago for the Lincoln National Life, 
recently completed a sale without a word 
of conversation having been spoken. Mr. 
Ottenheimer’s prospect was both deaf 
and mute and consequently the policy 
was sold by transmitting written mes- 
sages back and forth. 


Provident Mutual Breaks 
Records in Linton Month 


In observing June as President M. A. 
Linton month the Provident Mutual field 
forces exceeded their quota by 32% with 
applications totaling $12,437,000 of set- 
tled-for business. The June, 1935, fig- 
ures were exceeded by $3,500,000. Forty- 
five of the company’s sixty-two agencies 
reached or broke their quotas in the 
June drive. 

Linton trophy cups were awarded to 
the four agencies which topped their four 
respective groups in percentages ob- 
tained. These agencies were Colorado, 
with 329% of quota; Knoxville with 
261% ; Rochester with 208%; and Olean 
with 200%. The respective general agents 
are George N. Quigley, Joe B. Long, J. 
Stinson Scott and Clifford E. Carpenter. 


Yost Article 


_ (Continued from Page 3) 
surround the business with safeguards 
to assure its reliability. The earliest 
regulatory laws were devoted primarily 
to defining the mortality tables and the 
maximum rates of interest which might 
be used in the calculation of premiums 
and reserves and to requiring certain 
reports to the state departments with 
regard to these two items. Over a 
period of years, however, the field of 
regulation has been greatly extended to 
include rules limiting the character of 
investments; standard policy provisions 
tending to protect the _ policyholders’ 
rights under the contracts issued; rules 
governing the conduct of directors and 
officers of the companies; laws regulat- 
ing expenditures for new business; and, 
particularly, regulations requiring annual 
publication of more complete statements 
showing the financial operations and the 
status of the companies. 

Not only have these regulations been 
sound in their conception, but regulat- 
ing authorities, while stoutly maintaining 
the rights of policyholders, have also 
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been eminently fair and reasonable in 
dealing with the companies. Nowhere 
has this been more conspicuously so than 
in Connecticut. This attitude has won 
the cooperation of insurance executives, 
and the resulting teamwork with insur- 
ance departments has helped very ma- 
terially to give our people a system of 
life insurance in which they have com- 
plete confidence. In fact, the history of 
the regulation of life insurance has 
shown conclusively that regulation of 
business can be skillful, intelligent, and 
practically free from political bias or 
interference. 


The Fiduciary Principle 


However, no amount of basic strength 
in a business and no amount of govern- 
mental regulation can make men honest 
and wise, and no institution is ever bet- 
ter or worse than the leadership which 
guides it. Mr. Justice Stone of the 
Supreme Court in discussing the era 
preceding the present depression gave 
expression to a very penetrating criti- 
cism of the period preceding the depres- 
sion. He said, “I venture to assert that 
when the history of the financial era 
which has just drawn to a close comes 
to be written, most of its mistakes and 
its major faults will be ascribed to the 
failure to observe the fiduciary princi- 
ple.” 

By the fiduciary principle is meant 
the code of conduct which courts of 
equity have laid down for the guidance 
of trustees. The rules of the code are 
simple enough. A trustee (1) must ex- 
ercise ordinary skill and prudence in 
the management of his trust; (2) must 
act within the bounds of authority de- 
fined in the instrument creating the 
trust; (3) must jealously guard the safe- 
ty of the trust fund; but above all, (4) 
must act honestly and in utmost good 
faith and exclude at all times any indi- 
vidual interest or advantage which might 
accrue from the management of the 
fund. 

In this respect the institution of life 
insurance has been singularly fortunate. 
From its earliest years the management 
of all companies has been advancing 


year by year to higher planes of busi- | 


ness ethics. Today the companies are 
in the hands of those who are not only 
skilled in the business but whose guid- 
ing principle has been to discharge 
faithfully their obligations as trustees 
for their policyholders with little thought 
of individual profit or advantage. The 
security of trust funds has been safe- 
guarded and the interests of beneficiaries 
have been impartially protected. Un- 
doubtedly, mistakes of judgment have 
been made, but not mistakes which 
could impair the underlying strength of 
companies. Infallibility is not required 
of a trustee, but simply the intelligence 
and caution exercised by the 
business man. The skill in investment 
and underwriting which has been 
played by life insurance management 
has gone beyond this elementary re- 
quirement and, consequently, the insti- 
tution has succeeded in completely re- 
sisting the disintegrating influences of 
the last five years. More than seventy- 
five years of successful administration is 
a solid guarantee of equally successful 
performance in the future. 





FORM HOPF, KENT, WILLARD CO. 


Establishment of the new management 
engineering partnership of Hopf, Kent, 
Willard & Co. was announced in New 
York this week by Harry Arthur Hopf, 
internationally known authority in the 
field of management. The new 
pany is the result of a merger of H. 
Hopf & Co. of New York and Bigelow, 
Kent, Willard & Co. of Boston. o 
companies were founded in 1922. The 
merger goes into effect at once. The 
home office of the company will be at 
500 Fifth Avenue, New York. An office 
will also be maintained at 10 Post Office 
Square, Boston. 


MEET AT MAXINKUCKEE 
The John Hancock Mutual Life’s In- 
diana Field Club held a three-day con- 
vention of leaders at Lake Maxinkuckee 
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New Policies Added 
By Security Mutual 

ANNOUNCED AT CONVENTION 

President Russell Makes Keynote Ad- 


dress to Gathering of Top Producers 
at Binghamton 





Frederick D. Russell, elected president 
of the Security Mutual Life in Febru- 
ary, made the opening address before 
the annual convention of the company 
this week, sounded a 


in Binghamton 





FREDERICK D. RUSSELL 


note of strong confidence in the future 
of business, expressed the firm belief 
that we will not have currency inflation 
and attacked the movement toward in- 
creased taxes on life insurance. The 
Security Mutual is celebrating its fifti- 
eth anniversary this year. 

Four new developments in the com- 
pany’s’ policy contracts were announced 
Tuesday: A Retirement Income policy 
maturing at age 55 issued from age 10 
to 45 for both men and women similar 
to the company’s other retirement in- 
come plans; a Family Income rider to 
provide for each $1,000 of face amount 
a monthly income of $7.54 for a period 
of twenty years from the date of issue 
of the rider if the insured should die 
within that period; Family Maintenance 
provided by 10-15-20 year term con- 
tracts, and Term Insurance for fifteen 
year and twenty year periods with Pre- 
mium Waiver and Accidental Death 
Benefits available. 

Several home office officials, many gen- 
eral agents and agents were on the 
program for the business sessions pre- 
sided over by F. Leon Mable, superin- 
tendent of agencies. The banquet for top 
producers was held Tuesday evening at 
the Arlington Hotel. A feature of the 
outing Wednesday at Chenango Valley 
State Park was an exhibition by the 
Rough Rider Troop of the New York 
State Police. A garden party for wives 
and guests was held at Kalurah Country 
Club. 

Officers of the Top Notchers’ Club 
are these: David T. Hersch, New York, 
president; George S. Clause, Scranton, 
and Samuel Berman, New York, vice- 
presidents. Officers of the Select Circle 
Club are C. R. Bailey, Binghamton, pres- 
ident; W. N. Bair, Cincinnati, and Boris 
Kliban, New York, vice-presidents. 





NEW WASHINGTON, D. C., AGENCY 


\ new agency under the direction of 
» 
R. M. Plake and J. D. Marsh as general 
agents has been opened in Washington, 


dD. C., by Northwestern National Life 
of Minneapolis. Mr. Plake has been 
in Norfolk, Va., and Kansas City as 


Manager for an eastern company, while 
Mr. Marsh has been in Indianapolis in 
the same capacity. 


Colonial Life’s Optional 
Modes of Settlement 


The Ordinary department of the Colo- 
nial Life of Jersey City has released new 
optional modes of settlement, effective 
as of June, 1936. There are five in all 
available to the insured, provided the 
amount of proceeds under his policy 
payable to any one person under any 
one option is not less than $1,000 and 
the monthly instalment or interest pay- 
ment not less than $10, and further pro- 
vided that such proceeds are not pay- 
able to the insured’s estate, and assignee 
of record, or in trust or otherwise to 
a corporation, copartnership or an asso- 
ciation. ; 

They are: Option A—Proceeds left at 
interest; Option B—Annuity certain; 
Option C—Life income; Option D—In- 
terest income; Option E—Fixed Income. 

These modes of settlement are avail- 
able whether such proceeds are pay- 
able (a) as a death claim, (b) on matur- 
ity of the policy as an endowment, if 
issued on that plan, or (c) upon surren- 
der of the policy for cash surrender 
value after being in force for at least 
five years. 





June Business 


(Continued from Page 1) 


for any corresponding period in its his- 
tory, and 13% greater than the first half 
of 1935 

Biggest June 


For the Continental American last 
month was the biggest June in volume 
or new paid for business in the history 
of the company. For the month the 
volume was 183% and the first year cash 
premiums 132% of the corresponding 
figures for June of last year. 

Zankers Life of Nebraska _ issued 
68.6% more insurance in June, 1936, than 
in the same month in 1935. This is the 
sixteenth consecutive monthly gain over 
the corresponding month of the year 
previous. On the year-to-date basis, is- 
sued business in 1936 is 29.4% greater 
than 1935. The second quarter shows a 
ain of 34.3% over the second quarter 


Oo 
se 


of 1935. 
Best Half Year Since 1931 


The best half year since 1931 in the 
sale of life insurance is reported by the 
National Life of Vermont. For the six 
months ending June 30 the company has 
had a new paid volume of $22,173,618, 
an increase of 26% over the correspond- 
ing period of 1935. Since November 
there has been a constant and increas- 
ing gain in the amount of insurance in 
force. 

The Home Life of New York reports 
a 16% gain in June production over June 
a year ago. The first half of 1936 is 
also showing a gain over the first semi-- 
annual period of 1935. 


Three Companies Best Since 1931 


A gain of more than 41% was made 
in June over June 1935 by the State 
Mutual Life of Worcester, according to 
paid business figures just released by the 
company. This is the largest paid figure 
the company has shown for June since 
1931, and it marks the tenth consecutive 
month in which an increase has been 
made over the same month in the pre- 
ceding year. 

New business written by the Old Line 
Life of Milwaukee in June exceeded the 
best volume written in that month since 
1931. The gain in new business during 
the first six months this year represents 
a gain of 60% over 1935, while accident 
and health premiums showed a gain of 
48%. 

The Atlantic Life reports that agency 
paid business in June was greater by 
25% than in any previous month this 
year. It was also the best June in paid 
business since 1931. In addition, more 
business was issued in June than any 
month this year. The company also re- 


Where Mass. Bank Plan 

Doesn’t Measure Up 
AGENTS SELL 44 TIMES MORE 
People Won’t Buy Protection Over 


Counter, R. B. Hull Points Out 
at Union Mutual Convention 








Why the Massachusetts Savings Bank 
system of insurance, highly touted in a 
recent book, has failed to measure up 
to the job of distributing insurance as 
compared with the American agency sys- 
tem was described by Roger B. Hull, 
managing director of the National As- 
sociation of Life Underwriters, in ad- 
dressing the convention of the Union 
Mutual Life of Portland, held at York 
Harbor, Me., this week. 

Mr. Hull’s remarks on the Massachu- 
setts system were: “We must face the 
fact that there is today, right now, an 
attempt being made to strike a blow at 
the American agency system, and, which 
is far more important, a blow at the 
sound, sane and scientific distribution 
of life insurance service. I refer to the 
Massachusetts Savings Bank life insur- 
ance. Under this plan, each of the twen- 
ty-six mutual savings banks of Massa- 
chusetts is authorized to establish life 
insurance departments, and each may 
then write a $1,000 policy on any appli- 
cant. The purpose, as stated in 1908, 
when it was established, was to eliminate 
sales costs and prove that if life insur- 
ance were offered without the expense 
of selling through agents, the people 
would buy it ‘over the counter.’ 

“But in spite of its lower cost—about 
$2.50 per thousand—and after nearly 
thirty years of operation, the Massa- 
chusetts Savings Bank System has only 
2.2% of the total life insurance in force 
in that state. 

“For every $1,000 worth of insurance 
the people of Massachusetts have bought 
because of its lowered net cost, $44,000 
has been purchased because of the agen- 
cy system under which life insurance is 
brought to the people, instead of waiting 
for them to come and get it.” 





PELICAN CLUB OUTING 


The Pelican Club, home office organi- 
zation of the Mutual Benefit Life held 
an outing at Jones Beach on June 27. 





ports the largest increase in insurance 
in June than in any month this year. 


Two Special Campaigns 


The Provident Mutual Life, which had 
a campaign during June in honor of 
President M. A. Linton had a June 
settled-for business of $12,437,000, a gain 
over last June of $3,500,000 and 32% 
greater than the quota set for the month. 

Salesmen of the Bankers Life of Iowa 
celebrated the completion of President 
Gerard S. Nollen’s tenth year as head 
of the company by producing in his 
honor in June the largest volume of new 
paid-for life insurance of any month 
this year. The total for “President's 
Month” showed a substantial increase 
in new life insurance issued and paid-for 
over June of 1935. 

Business paid for by the Ohio State 
Life during June established new records 
and first year premiums were 140% of 
those of June a year ago. 


New York Agencies Gain 


The Charles B. Knight Agency of the 
Union Central Life in New York during 
June paid for $1,520,636 as compared 
with $1,516,667 during June 1935. The 
total paid-for business for the first six 
months of the vear is $11,567,279 as com- 
pared with $16,876,297 for that period of 
1935. 

The Julian S. Myrick agency of the 
Mutual Life in New York City in June 
had a gain of about 25% over June of 
1935 in paid-for business and a gain of 
about 10% in number of applications. It 
was the best June since 1932. 
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Co. Can’t Condone Moral 


Hazards, Beresford Says 

NATURE HURRIES THEM TO END 
Provident Medical Director Warns 

Against Tendency to Ask Modifi- 

cation of Underwriting Rules 

Some interesting slants on moral haz- 
ards were given by Dr. Frank M. Beres- 
ford, medical director of the Provident 
Mutual Life, at the annual convention of 
the Paul Loder agency of the company 
held at Atlantic City last week. 

“The moral hazard is a poor risk view- 
ed from any aspect,” he said. “It is not 
good underwriting practice to modify 
the plan or limit the amount for this 
class of risks. People may condone, 
even when they can not defend, the man 


of bad habits and bad character, but 
Nature, who writes no insurance con- 
tracts, relentlessly harries him to seek 


drugs of forgetfulness while she hurries 
him to his untimely end. 

“Habits reflect themselves so often in 
a physical way that our further investi- 
vation of habits from dependable sources 
is often imperative. I am convinced that 
the honest estimate which a man’s ac- 
quaintances can give of him is almost as 
valuable a guide to us in selection as a 
record is of his personal and family his- 
tory. Ability to pay premiums can never 
be valid as the principal reason for wish- 
ing to purchase protection. Rich in 
purse, an applicant may be bankrupt 
morally and accumsan 


State Mutual Appoints 
Greensboro General Agent 


Henry P. Foust has been appointed 
veneral agent in Greensboro, N. C., for 
the State Mutual Life of Worcester, 
effective July 1. 

Mr. Foust has been in the life insur- 
ance business since 1916, and his experi- 
ence includes home office training, work 
as general agent and as agent. One of 
the best known and highest producing 
men in Greensboro, Mr. Foust is a 
C.L.U. He was formerly general agent 
of the Massachusetts Mutual for the 
state of North Carolina and has since 
represented the Phoenix Mutual in 
Greensboro. 


WILSON LYNCHBURG SPEAKER 
Eldon DD. Wilson, manager of the 
Richmond, Va., agency of the Mutual 
Life of New York, was the guest speaker 
at the annual meeting of the Lynchburg 
\ssociation of Life Underwriters held 
last week. Subject of his address was 
“Prestige Building.” 





HESTER GENERAL AGENT 


Ralph H. Hester has been made gen- 
eral agent for the Atlantic Life with 
headquarters at Jackson, Miss. Former 


general agent John W. Patton has taken 
a full-time position with the state Na- 
tional Guard. 


NEW FORT WAYNE AGENCY 
_A new agency for Northwestern Na- 
tional Life of Minneapolis was opened 
recently in Fort Wayne, Ind., with Gor- 
don E. Bradley as general agent. 
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Nine to Have a Good 
Agent’s Vacation | 


Decide definitely upon your vaca- 
tion, and mark it off on the calendar. 

Before going away make up a 
schedule covering what you will do | 
and who you will see on your first | 
day back. Then, while you are away, 
you can put your mind at ease. 

When you return, all you have to 
do is to follow the schedule you have 
already laid ont for yourself. It will 
be easy to get started again,—especi- 
ally if you have been doing a good 
job of prospecting. 





Nylic Review. 


George R. Douglass Manager 
Mutual N. Y. in Indianapolis 


Douglass has become man- 
ager for the Mutual Life of New York 
in Indianapolis succeeding Guy A. Rams- 
dell who has retired under the com- 
pany’s retirement plan. 

Mr. Ramsdell joined the company in 
Detroit in 1903, and was a_ successful 
field man for years. He was made su- 
perintendent of agents in Detroit in 1908, 
and was appointed manager in Indian- 
apolis in 1914, a position he has occu- 


George R. 


pied during all the following years to 
his time of retirement. 
George R. Douglass of St. Paul, Min- 


nesota, appointed manager to succeed 
him, has served as agency organizer in 
several agencies of the company since 
1928. 

Born in Tekamah, Neb., Mr. Douglass 
is a graduate of Nebraska Wesleyan 
University, Lincoln, Neb. For two years 
before entering insurance work he was 
student employment secretary for col- 
leges and universities in Lincoln. 





CHANGE BRANCH SECRETARIES 


W. S. Finlayson of Baltimore Retires; 
Sun Life of Canada Makes Switches 
W. S. Finlayson, branch secretary for 

the Sun Life of Canada at Baltimore, 

has retired from active service due to 

ill health. Joining the company while 

in his teens, Mr. Finlayson has been 

thirty-eight years with the organization 
and is dean of the company’s branch 
secretaries. 

C. W. Brugge has been appointed 
Baltimore branch secretary to succeed 
Mr. Finlayson, coming from a similar 
position at Reading, and has been with 
the company since 1926 following a 
merger with the Cleveland Life. K. C. 
Benner, former branch secretary at Lit- 
tle Rock, goes to Reading. 

W. R. Withers, who has been attached 
to the Detroit office staff for the past 
nine years, will become branch secretary 
at Denver to succeed N. K. Kitchener 
who has been transferred to the branch 
recently opened at St. Paul. 


R. W. CHENEY DEAD 


Royden W. Cheney, former manager 
for the Mutual Life of New York in 
Springfield, Mass., died there recently. 


He was the son of R. H. Cheney who 
was manager for the Mutual Life in 
Western Massachusetts and New Hamp- 
shire for many years until retiring in 
1922. The son succeeded his father but 
retired in 1933. 
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Life Insurance NOW! 

Come in and See Mr. Groh and Let Him Show You How 
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GENERAL AGENT, THE TRAVELERS INSURANCE CO. 
Phone: JOhn 4-3294 
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E. W. Marshall Predicts 
Insurance Gains Now 


ADDRESSES LODER CONVENTION 





Philadelphia Agency of Provident Mutual 
Meets in Atlantic City; Hears 
Officials of Company 





Edward W. Marshall, vice-president 
of the Provident Mutual Life, told the 
representatives of.the Paul Loder Agen- 
cy at their annual convention held at 
the Hotel Dennis, Atlantic City, on July 
1, 2 and 3, that all indications are point- 
ing to a steady increase in life insurance 
sales for the remainder of the year and 
probably during 1937. 

He pointed out that the sales of the 
Provident Mutual throughout the last 
fifteen years have practically paralleled 
the figures of the Babson Index of Busi- 
ness Conditions, which is now definitely 
pointed upwards. Only twice in the last 
fifteen years have lapse rates been lower 
than in the first three months of 1936. 
Mr. Marshall said. 

Dr. Frank M. Beresford, the company’s 
medical director, told the convention 
that cooperative action between medical 
examiners, home office examiners and 
agents, is absolutely essential to good 
underwriting. He laid particular em- 
phasis on the importance of the moral 
hazard in underwriting as reported else- 
where in this paper. 


Most Prospects Come From Personal 
Contacts Bossert Finds 


Great interest was aroused in the 
charts presented by Henry Bossert, Jr., 
manager of the agency research depart- 
ment, who announced the results of an 
intensive study of sources of prospects. 
He found that 59% of the total business 
of the company is derived from the per- 
sonal contacts of the agents, as against 
leads from business and other sources, 
and that in 64% of the cases the agents 
had known the prospects for a year or 
more. Only 10% of the cases closed 
required more than three interviews. 
Some sort of settlement was obtained 
with the application in two-thirds of all 
cases closed, Mr. Bossert said. 

Advertising Manager Nelson A. White 
discussed the attitude of “the man on 
the other side of the desk’—the pros- 
pect. He compared the reaction of the 
life insurance prospect to his own re- 
action during his interviews with adver- 
tising salesmen, advertising agents, etc. 
He alluded to the increasing use of di- 
rect mail in all fields of selling, and 
stated that the company’s agents had 
earned at least 567% profit from their 
direct mail investments since the begin- 
ning of the company’s direct mail ser- 
vice. 

W. L. Mason Leads Agency 
Philadelphia 
Matthews, 


The president of the 
\gency Association, Philip F. 
turned the gavel over to W. Laurence 
Mason, the agency’s leading producer, 
during the business portion of the con- 
vention. Awards were made to Mr. 
Mason for his leadership during the 
present year, to Robert E. Fox for his 
percentage of increased business during 
the last few months, and to William 
Kennard for leading the agency in paid- 
for and written business during the 
month of June. 









New York 











1935 
WAS A GOOD YEAR 


In the eighty-eight year history of the 
Union Mutual Life Insurance Company, 


Portland, Maine, the year 1935 was 
outstanding: 
New Insurance Increased... 441%, 
Total Life Insurance Increased.....10% 
Total Income Increased................ 20% 
Assets Increased... 4%, 
Surplus for Policyholders 
Increased.................. Senter 122% 


First four months of this year indicate 
that 1936 will be an even better year 
for this soundly managed, progressive 


compen’ SINCE 1848 
4, 
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INSURANCE COMPANY 
PORTLAND 
MAINE 











AUSTINITES SET RECORD 
Brooklyn Aetna Office Writes 76 Appli- 
cations First Day of Convention Year; 

Agents Work Long Day 


The Austin agency of the Aetna Life 
in Brooklyn broke all its previous rec- 
ords for “Early Bird Day” production 
last week, writing seventy-six applica- 
tions for $300,000. Early Bird Day is an 
Aetna Life tradition, July 1 being the 
beginning of the Aetna regional conven- 
tion qualification year and last year the 
Austin agency was the country-wide 
leader in written business for the day 
with sixty-seven applications. Every 
Aetna agency in the country stages a 
special drive on Early Bird Day. 

The agents of the Austin agency were 
up early and busy all day. A large chart 
was displayed on the agency blackboard 
and each agent phoned his applications 
to the office. They were recorded on 
the chart under the time received. The 
first phone call was at 8:15 A. M. by 
Wesley Malm and the last one at 11:25 

M. by Michael V. Montalbano. Every 
full time agent wrote at least one ap- 
plication. J. Mortimer T. Billson led 
he agency with eight written cases 
The weary clerical force departed at 
midnight. 





ALABAMA ELECTS OFFICERS 
John B. Stratford Ch President at 


Annual Sales Conference; 
Woodward a Speaker 

Setween 350 and 400 members of the 
Alabama Association of Life Under- 
writers met in Montgomery recently for 
the annual meeting and sales conference. 
The conference opened with an after- 
noon session June 25 when new officers 
were elected. 

John B. Stratford of Montgomery was 
elected president to succeed J. Orlando 
Ogle of Birmingham. Three vice-presi- 
dents chosen were E. A. Zelnicker, Mo- 
bile; Earl Andrews, Montgomery, and J. 
Furniss Lee of Birmingham. The associ- 
ation selected Birmingham as the 1937 
convention city. 

James Woodward, of Richmond, Va. 
vice-president of the Life Insurance Co. 
of Virginia, appeared as the principal 
speaker of the evening session speaking 
on the subject: “Selection and Training 
of Agents.” Mr. Woodward said that 
the institution of life insurance in the 
United States is making definite progress 
in its selection of a better type of agents 
who will produce and put on the books 
a superior quality of business. 








HEADS MILWAUKEE ASS'N 
M. F. Heilig, Equitable Society, has 
been elected president of the Milwaukee 
Association of Life Underwriters. 
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y SUCCESS STORY 


Eliminate life insurance and many success stories would 
| never be told! 


“Because of life insurance...” 1s a line which might 


well begin the chronicle of many lives successfully lived. It 





D lets the young dream dreams, confident of its power to make 


them come true; it permits the old to enjoy untroubled years 


a Life 
S rec- 
el of financial security. It sends boys and girls off to college 
is - : 
gz the ° . ° 
nven- and their parents off to a carefree retirement. It gives young 
ar the 
-wide 
ton couples the solid background which makes marriage possible 
ges a 
were on limited incomes. Serene in its promise of the future, many 


chart 
board 


don have found it a way to more fully en joy the present. 


teen Seldom is successful living a matter of luck. Often—very 


dat often—it is a matter of life insurance. 
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One Hundred Qualify 
For Boston Round Table 


WILL HAVE OWN CONVENTION 


Million Dollar Writers to Meet at 
Cape Cod Resort Before National 
Association Meeting 

hundred leading life 

qualified for this 
session of the Million Dollar Round 

Table, to be held September 22 at the 
Ritz-Carlton in conjunction with the 

annual meeting of the National Associa- 

tion of Life Underwriters in Boston. 

Harry T. Wright of the Equitable So- 

ciety in Chicago is chairman. 

The Round Table this year will have 
what is practically a convention of. its 
own. Plans are being formulated to hold 
a golf week-end for members of the 
Round Table just prior to the Boston 
convention. This is to be an informal 
get-together and will probably be held at 
the Oyster Harbors Club, near Osterville, 
Mass., on Cape Cod. The object of this 
meeting is to enable the millionaire pro- 
ducers to meet and exchange ideas in- 
formally for a few days prior to the 
meeting and at the same time have an 
opportunity to relax, play golf, etc. 

Tentative plans call for this meeting 


One 
have 


agents 


already year’s 


to begin Saturday morning, September 
19, and extend to Monday afternoon, 
September 21, at which time the mem- 


bers will leave for Boston and the Na- 
tional Convention. 
One hundred members of the Round 


Table have already qualified, in spite of 
the fact that the committee is this year 
insisting on letters of verification from 
prospective members’ general agents. 
The qualifying period covers the period 
ending after September 1, 1935 and prior 
to September 1, 1936, or for the calendar 
year 1935. 


General American Has Two 


Commissioners at Mackinac 


Two Insurance Commissioners, R. Em- 
mett O'Malley of Missouri and John C. 
Ketcham of Michigan, were guests of 
the General American Life at the Grand 
Hotel, Mackinac Island, Mich., during 
the company’s annual convention of lead- 
ing producers last week. The meeting 
was held from July 1 to 5. 

Walter W. Head, president of the com- 
pany, presided at the opening business 
session and spoke on “Our Objectives.” 
He was toastmaster also at the banquet 
when the two commissioners were guest 
speakers. New officers of the Presi- 
dnt’s Club and the Leadership Club were 
installed at the meeting. 








TORONTO INSTITUTE SEPARATES 





Tribute to Twenty-Nine Year Service of 
Clifford Elvins; Life and Other 
Sections Now Apart 
There are now two insurance insti- 
tutes in Toronto, the fire-casualty group 
having formed an institute separate from 
the life group. At the meeting where 
the decision to separate was ratified tri- 
bute was paid to Clifford Elvins, adver- 
tising manager of the Imperial Life and 
secretary-treasurer of the institute for 
the past twenty-nine years. He was 
spoken of as “father” of the institute and 

regret expressed at his leaving office. 





ELECT PHIL WORKS TWICE 

Philip O. Works, general 
the Penn Mutual Life in St. 
been elected president of the General 
Agents and Managers Association and 
vice-president of the Life Underwriters 
Association there. 


agent -for 
Louis, has 
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Sees Swing Away From Annuities 


That there is a definite turn away from 
annuities in favor of straight life insur- 
ance is the opinion of William M. Duff, 
president of Edward A. Woods Co., 
Equitable Life Assurance Society, Pitts- 
burgh. Mr. Duff said to The Eastern 
Underwriter : 

“The past few years have been per- 
plexing to executives in every line of 
business not excepting life insurance. 
We have been concerned with the shrink- 
ing volume of sales. A study of the paid 
business record for Pennsylvania indi- 
cates that almost without exception 
every company has shown a continuous 
decrease in paid business from the year 
1930 on. 

“In this agency, because of the belief 
that this situation would sometime right 
itself, we have not curtailed our service 
either to policyholder or to agent. Our 
budget has remained approximately the 
same in the hope and belief that some- 
time there would be an upward swing. 


Real Need of the People 


“We believe that people need life in- 
surance and we know that they are go- 
ing to secure it. It is probably true that 
many people with either ‘a small income 
or no income at all have been “starved” 
for fur coats, electric refrigerators, auto- 
mobiles, et cetera. Now that they have 


their first piece of money, they are go- 
ing to indulge themselves. However, they 
will come to their senses, we feel sure, 
and embark upon a buying-of-life insur- 
ance campaign. 

“In the hope that this upward swing 
will be in the near future, we are con- 
tinuing to dip into the profits of previ- 
ous years to maintain our service to 
policyholder and agent. 

“The need for life insurance is great. 
Last week ten policies which matured by 
death were paid through this agency. 
The total amount was a trifle over 
$14,000. The week before that we paid 
seventeen policies, of which the total 
amount was $23,000. Certainly people are 
not over-insured. 


Term Demand Diminishing 


“In our agency, there seems to be a 
definite swing away from annuities and 
towards life insurance. 


“In our life insurance sales, there 
seems to be a definite swing towards 
permanent insurance, as against term 
insurance. 


“There has been a tremendous increase 
in the interest in Group Life Insurance 
and Group Pensions and we have total 
Group credits for the first five months 
of this year of something over $104,000,- 
000.” 





J. L. Mueller, Fort Wayne, 
Wins Hall Trophy Again 


Winners of Hall Month trophies in the 


Lincoln National Life’s recent drive in 
honor of its president, A. F. Hall, have 
been announced by A. L. Dern, vice- 


president and director of agencies. 

J. L. Mueller, Fort Wayne representa- 
tive, repeated his triumph of last year 
by winning the Hall Month trophy for 
the second straight time. The S. A. 
Bardwell Agency, in Cleveland, was also 
a repeat winner. This agency won the 
Hall Month plaque for Class I agencies. 
The J. H. Geer Agency, in Akron, won 
the Hall Month plaque for Class TI 
agencies, and the H. T. Cooke Agency, 
in Fort Wayne, was named winner of 
the Class III agency plaque. 

The Hall Month trophy won by Mr. 
Mueller is awarded annually to the Lin- 
coln National Life agent whose Hall 
Month record ranks highest on the basis 
of five quality factors set up by the 
company. This trophy becomes the per- 
manent possession of the agent who 
wins it. E. Barnett, district agent 
in Follansbee, W. Va., ranked second 
to Mr. Mueller in the contest. 





CARSON WITH NEW YORK LIFE 


Waller Carson, a pioneer in the in- 
vestment counsel business in Milwaukee 
and Wisconsin, has joined the agency 
organization of the Milwaukee office of 
the New York Life to specialize in prob- 
lems arising for corporations and indi- 
viduals out of income and inheritance tax 
laws and social security legislation. 





HISTORICAL SOUVENIR 

During the Fourth of July holiday 
period the Northwestern National Life 
of Minneapolis distributed unusual sou- 
venirs containing portraits of the four- 
teen presidents of the Continental Con- 
gress, the executives of this country who 
preceded George Washington. 
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ARE YOU ANXIOUS TO ADVANCE? 


— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 


Anaconda Copper Gets 
$40,000,000 Group Policy 


A $40,000,000 Group insurance plan for 
28,000 employes of the Anaconda Cop- 
per Mining Co. went into temporary 
effect Monday of this week, insurance 
to be entirely paid for by the company 
up to July 31 when the plan will be- 
come permanent if 75% of eligible em- 
ployes make individual application for 
continuation on a plan of joint contri- 
butions by employer and employe. The 
company is the Prudential. 

As announced by C. F. Kelley, presi- 
dent of the Anaconda Co., all employes 
in the United States and Canada not 
now insured under a group plan were 
insured as of July 6 unless away from 
work because of illness or injury. Those 
away will become eligible on returning. 


LINCOLN NAT’L IN HAWAII 


Appoints Theo. H. Davies & Co., Ltd.; 
S. E. Werden to Be Manager of 
Life Department 
The appointment of the Theo. H. 
Davies & Co., Ltd., of Hawaii, as general 
agents for the Lincoln National Life in 
the territory of Hawaii has been an- 
nounced by A. L. Dern, vice-president 
and director of agencies. The Lincoln 
National Life has just been licensed to 

transact business in Hawaii. 

Theo. H. Davies & Co., Ltd., now op- 
erating a large general insurance agency, 
will open a life department under the 
direction of S. E. Werden, who will have 
the post of manager. Offices for the 
life department will be in the Davies 
Building in Honolulu. 

Mr. Werden has been in the life in- 
surance business for the past six years 
on the Pacific Coast. Before entering 
the life insurance business Mr. Werden 
spent two years in the Pacific merchant 
marine operating from Los Angeles to 
the Orient. He also has had two years’ 
business experience in Honolulu. 
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JERSEY CITY, N. J. 


GROUP 





Life Insurance W inners 


of N. Y. Society Prizes 
winners of the 
New York have 
been announced by John J. King, chair- 
the committee on prizes. The 


Life insurance prize 


Insurance Society of 


man of 
awards are based on examinations held 

2 April, 1936. 

Winners are: Life I—First prize, Mil- 
dred Hewitt, Guardian Life; second 
prize, Arthur L. Berner, Metropolitan 
Life, and Margaret Gallagher, Metro- 
politan Life; third prize, Alma K. Quim- 
by, Annuity Fund for Congregational 
Ministers. 

Life Il—First prize, Harry R. Carlson, 
Equitable Society; second prize, Martha 
E. Hawkins, Guardian Life; third prize, 
Sherman Samson, Metropolitan Life. 


Chicago Committee Heads 
Are Named by Bruchholz 
president Chi- 
Underwriters, 


Frederick Bruchholz, 
cago Association of Life 
has announced these chairmen of stand- 
ing committees: 

Advisory (past presidents) Roy L. Da- 
vis; advertising and public relations, J. 
Lynn Catlett, Acacia; business practice, 
Oates, Northwestern Mutual; 
fund, also by-laws, A. J. 
Northwestern Mutual; field 
men’s division, also sales promotion, A. 
E. McKeough, ‘? Mutual. 

Finance, Rk. S. Edwards, Aetna, and 
E. G. Lund, New York Life. General 
agents and managers, also legislation, C. 
B. Stumes, Penn Mutual. Business get- 
ter sales clinics, also trust company co- 
operation, John D. Moynahan, Metro- 


James F. 
community 
Johannsen, 


politan. Advisory counsel, L. Mortimer 
Suckley, Provident Mutual. Music and 
entertainment, Edward E. Crosby, Fi- 
delity Mutual. National convention, A. 
Van Goldman, Prudential. Publicity, 
Dave Dawson, Mutual Trust. Reception 
James F. Slack, Continental Assurance. 


Sales Congress, William M. Houze, John 
Hancock. Speakers bureau for agencies 
and clubs, Francis G. Bray, New Eng- 
land Mutual. Program chairman, E. B. 


Dudley, Travelers; Women’s division, 
also library, Sara Frances Jones, Equit- 
able Society. 





WHO BOUGHT IN JUNE 

Wholesale dealers led all other occu- 
pational classifications in total volume of 
life insurance purchased last month by 
buyers of big policies, according to the 
monthly survey of the Lincoln National 
Life. They were closely followed in 
this respect by brokers, bank managers 
and real estate company officials. Other 
groups in respect to volume purchased 
were: Office managers, insurance agents, 
lawyers, judges and justices, X-ray spe- 
cialists, retail dealers and factory man- 
agers. 





J. C. EDWARDS AGENCY FISHING 

Twelve members of the J. C. Edwards 
agency, Kansas City Life at Macon, Ga., 
spent two days deep sea fishing in the 
Gulf of Mexico as guests of the agency 
as the result of a three months produc- 
tion drive from January through March. 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
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Sharp & Davis 


90 JOHN STREET, NEW YORK 








Telephone BEekman 3-5656 
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— The National Life Insurance Company joins with other New England life 


neds § insurance companies in a cordial welcome to the National Association of Life Underwriters 


n, Ga. 
in the > - 
gency convention in Boston, September 22-25, 1936. 
roduc- 
larch. 


I The National Life Insurance Company’s Convention closely dovetails with 
ne. 


this, in time and place, September 19, 20, 21 at Swampscott, Massachusetts. 
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Let us send you the large, handsome booklet, “Your Vacation in New England.” 


NATIONAL LIFE Company — Monrretier VERMONT 


PURELY MUTUAL ESTABLISHED 1850 
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HEARD on the WAY 





Since becoming president of the Met- 
ropolitan Life Leroy A. Lincoln has at- 
tended a number of meetings of the 
company ’s managers, assistant managers 
and field men, the visits including some 


cities in New England, Pennsylvania, 
New Jersey and New York territory. 
These visits will continue and in the 
course of time President Lincoln will 
have met practically every production 


representative of the Metropolitan. 


has his favorite column- 
ist and my favorites are two, each a 
tremendous admirer of Samuel Pepys. 
30th write columns copying the style of 
Samuel Pepys’ famed diary, which re- 
cords with startling accuracy daily life 
and incidents of the seventeenth cen- 
tury. refer to Franklin P. Adams 
(F. P. A.) of the New York Herald- 
Tribune and Laura Frances Haight. The 
latter is the wife of Frank J. Haight, 
president of Haight, Davis & Haight, 
consulting actuaries, Indianapolis, and 
her column appears in 


Everybody 


The Haight Ac- 


celerator, the chatty little house organ 
of the firm. 

Laura Frances Haight’s diary tells 
what she reads, what plays she sees, 
how she shops and what she _ buys. 
There is the latest information about 
her flower garden, and something about 


visitors. A perusal of this diary for 
some time demonstrates to me that Mrs. 
Haight is one of those wives whom it 
would be a pleasure to meet. She does 
a tremendous amount of sewing; she 
loves puttering about the house and 
making it attractive; she enjoys an eve- 
ning at cards; she likes a humorous 
story; she has a penchant for friend- 
ship; she will spend an hour window 
shopping without thinking that it is 
necessary to go into every shop to make 
a purchase; she is interested in all her 


husband’s activities, sharing with pleas- 
ure all those of a social nature. Her 
diary note of June 5 follows: 

“Early up and all a-twitter against 
preparing for our thirty-fifth wedding 
anniversary and dinner. And _ flowers 
and corsages arrive and a quart of 


champagne from my druggist which did 
quite surprise my husband. And _ the 
evening spent in cards and_ reminis- 
cence,” etc. 

The champagne turned out to be all 
right even if it did come from the drug- 
gist. 

I think Mrs. 
life and 


Haight lives a very sane 
many a man would like- to 


have such a wife, but there is one item 
where I cannot march along with her, 
and that is respecting a menu at the 
Haight home on March 26. She de- 


scribes it as follows: 


“Late home to dinner and a _ brave 
meal of chow mein and rice and tea 
and fresh pineapple, all to the great 


distaste of my husband (poor wretch).” 
Diarist Haight probably got the idea 
for that meal from the Woman’s Home 
Companion or Ladies Home Journal. 
They specialize on such things. She 
certainly didn’t get it from any man. 
Presiding at the annual meeting of 
the British Institute of Actuaries, re- 
cently held in London, President C. R. 
V. Coutts paid a fine tribute to the late 
Sir Alfred Watson, the Government Ac- 
tuary, who died recently and was the 
first holder of that position. President 
Coutts said that Sir Alfred died, as it 
were, in harness, as he had attended to 
his official duties on the day he died. 
“At a comparatively early age,” Presi- 
dent Coutts continued, “Sir Alfred Wat- 
son made himself the leading authority 
on sickness insurance and friendly so- 
ciety work. When therefore the Gov- 
ernment of the day decided to intro- 
duce the national system of health in- 
surance there was a man specially fit- 
ted by training and endowed with just 
the right qualities to construct, and 
afterwards to administer, the national 
scheme. In his position of Government 


Alfred Watson rendered 
great services both to the State and 
to his profession, and he remained to 
the end a loyal and devoted servant of 
the institute. He has been succeeded 
as Government Actuary by G. S. W. 
Epps, to whom we offer our congratu- 
lations.” 

President Coutts 


Actuary Sir 


announced that as 
the examination syllabus had remained 
substantially unaltered since the revi- 
sion fifteen years ago the council had 
decided on a general review of exami- 
nation and educational machinery. A 
special committee has been engaged on 
this work, and it is hoped to publish 
details next session. No change will be 
made in the present examinations and 
tutorial arrangements until after the 
end of the next session, June, 1937, and 
although the syllabus will be replanned 
the total content of it will not be appre- 
ciably altered. 


Gunnar Legander of the Brage Life 
Insurance Co., Oslo, sailed for Norway 
last week, and with him went two trunks 
he bought while here and which he filled 
with sales documents of all kinds that 
attracted his attention while in the U. 
S. A. He is an unusually keen and amia- 
ble young man. 

Son of the State Secretary of Norway 
Gunnar Legander is a graduate of the 
University of Oslo. He began to write 
insurance while a college student. Join- 
ing the Brage he has been in different 
departments of the company and upon 
his return will devote himself to produc- 
tion and training. Each year he spends 
some time in a different country study- 
ing insurance methods. He has been in 
Switzerland, Sweden, Denmark, Ger- 
many and now the U. S. A. 

In this country he saw the Metropoli- 
tan Life, Guardian Life, Connecticut 
General, Connecticut Mutual, National 
Association of Life Underwriters Insur- 
ance Society of New York, and for four- 
teen days was at the Life Insurance 
Sales Research Bureau. In a talk with 
the writer he expressed himself as 
amazed by the variety and ingenuity of 
American sales methods. Particularly 
was he impressed by picture tie-ups with 
selling. He also wanted to express his 
appreciation of the courtesies extended 
to him by insurance men here. “Never 
encountered greater hospitality before,” 
he said. 


Major W. Calvin Wells, vice-president 
and general counsel of the Lamar Life, 
Jackson, Miss., has been elected chair- 
man of the board of trustees of State 
Institutions of Higher Learning, follow- 


ing his appointment to the body by 
Governor Hugh L. White. The board 
has control of the six state colleges, 


among which is the University of Mis- 
sissip pi, from which were graduated dur- 
ing sixty years three generations bearing 


the name of W. Calvin Wells. Major 
Wells’ father, W. Calvin Wells, was 
graduated in 1869, Major Wells thirty 
years later, and his son, W. Calvin 
Wells, Jr., thirty years later. All be- 
came lawyers. 

Karl Samwer, director-general of the 


Gothaer Life at Gotha, who is one of the 
“grand old men” of German insurance, 
celebrated his seventy-fifth birthday re- 
cently. He was in the best of health. 
He entered the oldest life insurance 
company in Germany, founded by Ar- 


noldi, and remained in its service 
throughout his active life, forty-two 
years, through good and bad times, to 


which latter belonged especially the post- 
war years, the time of inflation and the 
collapse of German currency, when he 
saved his company from destruction and 
ied it back to stability and former great- 
ness. Some time ago he retired from 
active service, though he still belongs to 
his board as well as to the association of 
German Life Insurance Companies, 
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‘Withers | Praises asia 


of Life Insurance Co.’s 
Writing in the half-year financial re- 


view of a New Jersey newspaper Bank- 
ing and Insurance Commissioner Carl K. 
Withers praises the record of life insur- 
ance companies, saying: “The record of 
the life insurance companies during the 
last few years is impressive. Failures of 
such companies in other states have re- 
sulted in negligible losses to people of 
this state. 

“An improvement in the real estate 
and mortgage situation indicates that life 
insurance companies may look to a satis- 
factory yield on real estate investments 
within a comparatively few years. This 
may offset to a considerable degree the 
current low yield on gilt edge securities 
in which such companies invest a large 
proportion of their funds. 

“The inestimable service which they 
have rendered in this state during the 
years of depression together with their 
fundamentally sound condition at the 
present time is a tribute to their basis 
of organization and to the high degree 
of efficiency at which their management 
has been maintained.” 


CANADA LIFE DIVIDENDS 

The board of directors of the Canada 
Life has authorized continuation of the 
present dividend scales for the last six 
months of 1936. The total rate of in- 
terest on dividends and proceeds of pol- 
icies left on deposit with the company 
is also being continued. That is, inter- 
est on such funds will be paid at the 
rate of 314%, where excess interest will 
become payable during the last six 
months of 1936. 


DINNER TO THOMAS ARNAO 

On his first anniversary as manager 
of the Camden, N. J., district for the 
Colonial Life of New Jersey, Thomas 
Arnao was tendered a dinner by the 





Camden Booster Club. William R. 
Haile, home office inspector, acted as 
toastmaster. The speaker was Assist- 


ant Secretary Hugh Matheson. 


BERKSHIRE POCKET PIECE 

President Frederic H. Rhodes of the 
Berkshire Life of Pittsfield, has sent to 
representatives of the company a com- 
memorative pocket piece which was mint- 
ed the same year that the Berkshire Life 
was founded, 1851. The company is cele- 
brating its eighty-fifth anniversary this 
year. 


VAN VLIET & KEER VOLUME 
A total of 362 applications for $1,- 
700,000 and nine Group and Wholesale 
cases were written by the Van Vliet 
& Keer agency, Prudential, Newark, 
during “Chace Month.” 











WORKS SPEAKS IN OKLAHOMA 

Philip O. Works, general agent, Penn 
Mutual, St. Louis, was the key speak- 
er before the Oklahoma Association of 
Life Underwriters recently. 





HEADS SAN ANTONIO ASS’N 

Matthew Brown has been elected 
president of the San Antonio Associa- 
tion of Life Underwriters succeeding L. 
C. Lampe. 





HEAR DR. HUEBNER 
The Cleveland Chapter of Chartered 
Life Underwriters heard Dr. S. S. 
Huebner, head of the American College 
of Life Underwriters, Thursday, July 2 





whose leader he was and whose honor- 
ary president he still is. 

In foreign lands he is well known as 
a member of the Permanent Committee 
of International Actuarial Congresses, of 
which he was member for Germany for 
decades. For several years he acted as 
president of the Society for Advance- 
ment of the Science of Insurance, found- 
ed by Prof. Alfred Manes. He was 
given the honorary degree of doctor re- 


rum politicarum by the university at 
Jena, in the Duchy of Saxe-Coburg- 
Gotha. 


Uncle Francis 
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Acacia Mes Public 
Inspect New Building 


D. C. PAPER RUNS TEN 


PAGES 
President William Montgomery and 
Other Officers Receive 3,000 Guests; 
Guides Show Structure 


Heralded by a ten page Acacia Section 
of the Washington Post and by publicity 
and special invitations to policyholders 
and prospective clients, the Acacia Mu- 
‘ual Life held the public opening of its 
home office building, Wednesday, July 1, 
Flo..ers sent by friends of Acacia of 
Montgomery and other of.- 
ficers, decorated the main lobby and the 
executive offices. From noon until ten 
P. M. the building at 51 Louisiana Ave- 
nue, facing the United States Capitol, 
was inspected by a steady stream of 
people, 3,000 in all. 

Guests were greeted by President 
Montgomery and officers of the company 
throughout the day. Chamber music 
from the mezzanine, added its welcome. 
Guides drawn from the ranks of Acacia 
employes took small groups on organized 
tours of the building. Each visitor thus 
inspected the building thoroughly, re- 
ceiving a complete explanation. 

In the words of President William 
Montgomery, “It would be hard to con- 
ceive a happier time than this one. We 
are together again in this new thorough- 
ly modern building, better equipped than 
ever to serve Acacia’s policyholders and 
mortgage loan clients throughout the 
nation.” 

According to the Washington Post 
the thing Mr. Montgomery likes best 
about his new office is the view from the 
window. “It’s the best view in the city,” 
he is quoted. “Or in the world, for that 


President 


matter. There’s only one Capitol.” 
The home office building proper as 
well as the cafeteria-auditorium  sec- 


tion are air conditioned and _ sound 
proofed, scientifically planned for maxi- 
mum daylight and indirect light eff- 
ciency, and modern in every way. 

President Montgomery’s Comments 

“This building conforms in architec- 
tural style to the great Federal build- 
ings adjoining,” it was stated by Presi- 
dent Montgomery. 

“Six stories in height, the building 
includes every modern feature for the 
a, handling of the company’s 
business. It has been carefully planned 
for efficient and economical operation. 
From its impregnable vault to its com- 
pletely equipped medical laboratory, 
from its spacious filing rooms to its 
sound proofed and air conditioned of- 
fices, this building has been designed 
and executed as the last word in mod- 
ern business structures. 

“The building has been designed so 
that, while it is a complete unit in it- 
self, additional units can be economically 
added as they are needed by the growth 
of the company. It is planned that ulti- 
mately the building will cover the en- 
tire square. 

“It is with very real pride and satis- 
faction that Acacia takes possession of 
this magnificent building.” 


History of Acacia 

In 1893, when President Montgomery 
joined the small Washington insurance 
society which since has developed into 
Acacia’s nation-wide institution, the or- 
ganization occupied a single small room. 
Mr. Montgomery was the sole employe. 
The company’s assets then were $11,000 
and its insurance in force $500,000. 

During the succeeding years, through 
President Montgomery’s vision and en- 
terprise, Acacia grew, and _ successive 
moves to larger quarters trace the com- 
pany’s steady progress. Occupancy of 
the newly completed first unit of its 
home office project marks another im- 
portant milestone in Acacia’s career. The 
company now has nearly four hundred 
home office employes, with branches in 
sixty principal cities through the coun- 
try. The company’s assets now total 
more than $62,500,000 and its insurance 
in force is above $355,000,000 
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J. Murray Laing, London, 
Meets Actuaries Here 


LUNCH GIVEN BY HENRY MOIR 





Britannic Executive Will Visit Other 
Parts of this Country and Canada; 
Son Is With Him 





J. Murray Laing, secretary and ac- 
tuary of the Britannic Assurance Co., 
Ltd., London, and one of Great Britain’s 
distinguished actuaries, arrived in this 
country this week accompanied by his 
son Andrew, who has just been grad- 
uated from Cambridge University where 
he took a three year economic course 
and who will join the forces of the 
Britannic in the Fall. They will visit a 
number of places in this country and will 
sail from Canada. 

On Tuesday at the St. Nicholas Club, 
New York City, J. Murray Laing and 
his son were given a luncheon by Henry 
Moir, president of the United States 
Life, a friend of long standing of Mr. 
Laing’s. Around the board were Law- 
rence Cathles, president, North Amer- 
ican Reassurance; William A. Hutche- 
son, vice- president and actuary, Mutual 
Life; Ray Murphy, vice-president and 
actuary, Equitable Life Assurance So- 
ciety; George Graham, last week made 
executive vice-president Manhattan Life. 
Dr. Arthur Hunter, vice-president and 
actuary, New York Life, also dropped in 
at the luncheon to pay respects to Mr. 
Laing. 

Many personality stories were told 
around the table of men who had been 
famous in the actuarial world of Great 
Britain, including Thomas B. Sprague 
and George King. Mr. Laing is both a 
fellow of the Faculty of Actuaries, Scot- 
land; and the London Institute of Ac- 
tuaries. 





Bankers of Iowa June 


Honored Gerard Nollen 

The Bankers Life of Iowa had a rec- 
ord June production honoring President 
Gerard S. Nollen. $10,000 of applications 
counted as a “Ten Strike” in a bowling 
contest in commemoration of Mr. Nol- 
len’s tenth year as president. 

J. H. Rowe of Chicago, five-year leader 
of the Bankers Life field organization, 
was leader in June when he topped the 
company’s sales force in first year cash 
premiums written. Volume leader for 
the month was V. S. (Red) Eagan of 
the company’s Des Moines Agency, who 
topped the $70,000 mark in business writ- 
ten and paid-for. 


BIG PRUDENTIAL EXCURSION 


Thousands of Prudential Insurance Co. 
employes will go to Asbury Park and 
Ocean Grove, N. J., July 16 when the 
company’s athletic association holds its 
twenty-second annual excursion. In the 
morning trains will leave Newark every 
fifteen minutes for two hours. Buses 
will also be used. 


LEADS CONTINENTAL AMERICAN 
The Matthew J. Lauer agency, Con- 
tinental American Life, New York, is 
leading the entire agency force of the 
company in volume of business and in 
premiums for the first half of 1936. 








HEADS HARRISBURG BRANCH 


T. J. Sullivan, district manager Woods 
agency, Equitable Society, at Harris- 
burg, has been elected president of the 
Harrisburg branch of the Pittsburgh 
Life Underwriters Association. 


SELECT CONVENTION CITY 
New Orleans has been picked as the 
convention city for the Bradford Walker 
Club of the Life Insurance Co. of Vir- 
ginia in 1937. 





GENERAL - AMERICAN. ARTISTS 
Employes of the General American 
Life will hold an art exhibit of their 
own works the week of July 20. 


Wendell Milliman Made 
Equitable Ass’t Actuary 


The appointment by President T. I. 
Parkinson of Wendell A. Milliman as an 
assistant actuary of The Equitable So- 
ciety was confirmed by the executive 
committee of the board of directors at 
its meeting on July 1. 

Mr. Milliman entered the service of 
The Equitable in 1929 as a member of 
the Group underwriting staff. In 1932 
he was transferred to the mathematical 
division of the actuary’s department 
since which time he has assisted in a 
wide range of actuarial problems. 

The reviewing division of the under- 
writing department in the home office is 
to be eager gg ® the bureau of lay un- 
derwriters and M. J. Koniger, formerly 
assistant ocelot of the bureau 
of issue, has been appointed superinten- 
dent. Mr. Koniger has been identified 
with the underwriting branch of the 
Society’s business for many years. 


“C. L. U. FACTS” PUBLISHED 

“C. L. U. Facts” is a new booklet is- 
sued by the American College of Life 
Underwriting to explain what the college 
is doing to develop and strengthen the 
institution of life insurance. The thirty- 
six pages summarize the nine years’ his- 
tory of the institution and give in com- 
pact form the results of several exten- 
sive studies made during the past few 
months. 








University Medical School; 
with reputable Insurance Company. 
ascertain insurability. Box 1276 





INSURANCE EXECUTIVES, ATTENTION !! 


PHYSICIAN in forties; of good health and appearance; case examiner U. S. Veterans 
Facility and U. S. Civil Service Commission; on staff of large hospital; faculty member 
member County Medical Society, etc.; SEEKS AFFILIATION 
Fully qualified to appraise traumatic injuries and 
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APPOINTED IN DAVIS AGENCY 





Raymond J. Dolwick Comes from Home 
Office as Supervisor; James Bergen 
in Analytical Work 
Two appointments were .made this 
week in the Sam P. Davis agency of 
the Phoenix Mutual, 60 East Forty- 
Second Street, New York. Raymond J. 
Dolwick entered the agency as a super- 
visor July 8 and will be in charge of a 
group of new men, all college graduates. 
James Bergen has been added to the 
agency in the new analytical division. 

Mr. Dolwick started with the Phoenix 
Mutual in Cleveland in 1933 where he 
made an outstanding sales record. He 
was later taken to the home office as a 
supervisor. For the last six months he 
has been doing supervisory work in the 
Boston agency. 

For nearly six years Mr. Bergen has 
been doing analytical work on insurance 
policies. He is entering the Davis agency 
to assist in the analytical end of audit 
and trust work and to break into per- 
sonal production. 





Luther-Keffer Field Day | 

















Top: R. H. Keffer, K. A. Luther 
Bottom: C. V. Pickering, Louis Sechtman 


The annual outing of the Luther-Kef- 
fer agency of the Aetna Life, 100 Wil- 
liam Street, New York City, was held at 
the Westchester Country Club, Rye, 
N. Y., last week. From Hartford came 
S. T. Whatley, vice-president; James B. 
Slimmon, secretary; W. H. Dallas, head 
of the underwriting division; J. E. Grif- 
fith, secretary of the group department ; 
and C. V. Pickering, advertising man- 
ager. Among others present were John 
S. Turn, vice-president at 100 William 
Street, and J. E. Lewis, assistant vice- 
president. 

Roscoe H. Keffer was toastmaster and 
introduced Vice-President Whatley who 


congratulated the agency on its splendid 
record in June when it paid for $1,700,000 
of business. 

In the golf tournament Alex MacLeod 
won low gross; Oscar A. Krebs, second 
low gross; . ¢ Whatley, third low 
gross. O. R. Barrett’s score was low 
net; Carl Ryder, second low net. Stan- 
ley Weiland won kicker’s contest and 
Parbury Schmidt broke high gross score 
records. 

A baseball game was also a feature of 
the day. Score at end of third inning, 
when called for darkness and pitcher 
exhaustion: 36 runs for A team; 33 for 
B team. 


Missouri Code May 
Be Voted On In Nov. 


INITIATIVE PETITION FILED 





O’Malley Opposes Vote on Code Holding 
Huge Cost Is Nothing More Than 
Raid on State Treasury 





Superintendent R. Emmett O'Malley 
of Missouri stated this week that he will 
welcome any legal action by taxpayers © 
or state officials that may prevent the 
submission to the voters of the state 
at the general elections on November 3 
of the 100,000-word proposed new insur- 
ance code for Missouri. He has no legal 
authority to block a vote on the code if 
it is found that the initiative petitions 
presented to the Secretary of State’s 
office several days ago contained the 
proper number of legal signatures. Ap- 
parently the official checking of the 59,- 
705 signatures on the petitions will leave 
a sufficient number as legally qualified 
to place the question on the ballot. 

There is growing evidence that the 
circulation or the initiative petitions for 
the state-wide vote on the proposed new 
insurance code resulted from an organ- 
ized effort on the part of the owners 
and editors of a number of Democratic 
newspapers throughout the state to raid 
the public treasury to the tune of some 


$375,000. This patronage is to be distrib- 
uted by Secretary of State Dwight 
Brown. The official publication for the 


various proposals to appear on the bal- 
lot at the November elections calls for 
the placing of five advertisements in one 
newspaper in each of the 114 counties 
and the City of St. Louis. Each ad for 
the insurance code will consist of thirty- 
six twenty-two-inch columns of fine type. 
The publication cost will be about $2,400 
for each county and the city. In addi- 
tion it will be necessary to print enough 
201-page ballots to hz and one to each 
voter. 

So far as can now be learned the 
initiative petitions had the support of 
no insurance interests. The bill is a copy 
of the compromise measure submitted in 
1934 when fraternal insurance interests 
blocked Superintendent O’Malley’s origi- 
nal code bill. 

Insurance attorneys say there appar- 
ently is no legal way to prevent the in- 
surance code bill getting upon the ballot 
if it is found that the required number 
of legal voters signed the petitions. The 
law is mandatory and the Secretary of 
State has no discretion. 


Woods Agency Four-Day 


Ocean City Conference 


The Edward A. Woods Co., general 
agents for the Equitable Society in Pitts- 





burgh and surrounding territory, held a 
four-day educational conference at the 
Hotel Flanders, Ocean City, N. J., last 


week with about 400 in attendance. 

Among speakers heard at the confer- 
ence were W. W. Klingman, William 
J. Graham, vice-presidents of the Equit- 
able Society; Gage E. Tarbell, a direc- 
tor: F. 8B. Runyon, superintendent of 
agencies; A. M. Spalding, assistant to 
agency vice-president; C. J. Wester- 
mann, superintendent bureau of con- 
servation and service; E. L. Kurtz, field 
instructor; Agents Paul B. Banks of 
Philadelphia; Lee J. Seymour, New 
York; from the Woods agency itself 
William M. Duff, president; Charles A. 
Woods, vice-president; C. B. Metzger, 
superintendent, and Harold B. Wells of 
Bordentown, N. J. 
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A FIRE INSURANCE PUBLIC 
RELATIONS SUGGESTION 

It is only upon rare occasions that 
newspaper men sit in at conventions of 
field forces of fire insurance companies. 
These conferences, having so often a 
membership of special agents and state 
agents from all parts of the country, are 
being held. They consist 
largely of papers read by heads of de- 
partments or by the field men them- 
selves, covering some special line of in- 
surance or playing up some other sales 
angle. As is the case with all serious 
conventions in insurance they are valu- 
able forums as those who attend leave 
with a more comprehensive knowledge 
of their business and that stimulation 
which grows out of contact with their 
One rea- 


constantly 


conferees and the head office. 
son why the sessions are held behind 
closed doors is because of emphasis 
placed on company policy; intimate dis- 
cussion of sales planning; decisions to 
be more energetic in featuring specific 
lines. 

The question arises, however, whether 
there is not some public relations advan- 
tage which could grow out of these con- 
ferences. It might be possible to ar- 
range one meeting at least to which re- 
porters could be present and to have 
such a meeting shaped along lines of 
publicity which would give the public a 
better understanding of insurance. 

To illustrate: why not a session about 
motor car insurance in which there 
would be papers read or discussion on 
this subject? The papers would describe 
motor car insurance, motor car losses, 
motor car hazards. An outsider or two 
could be brought in—some police-traffic 
authority; or some automobile plant ex- 
pert; or someone from the Underwriters 
Laboratories. In such a session re- 
porters would find considerable to write 
about which would have a public inter- 
est. It would have the advantage of 
putting automobile insurance in the 
news, and all that goes with it: the need 
of such a cover, the explanation of its 
variety, what the auto manufacturers are 
doing; treatment of hazards; safety de- 
velopments. 

Automobile insurance is just one sug- 
gestion. There is no limit to the num- 
ber of subjects which could be threshed 
out in an open session. 

The National 
writers and the 


Board of Fire Under 
Insurance Executives 
Association might give consideration to 


this suggestion. There is no doubt that 


public relations in fire imsurance are 
showing improvement and any additional 
improvement would be welcomed. 





WILLIAM MONTGOMERY 


The completion of the new home office 
Acacia Mutual Life, 
which edifice harmonizes with the Fed- 
monumental 
architectural plan of Government struc- 
tures, was regarded as important enough 
by the Washington Post of July 1 to be 
made the subject of a ten-page special 
edition. 

The new building and the success of 
the company bring into the foreground 
again the unusually interesting career of 
William Montgomery, president of the 
Acacia Mutual, who is responsible for 
the remarkable growth of the Acacia. He 
has been with the company forty-two 


building of the 


eral scene following the 


years. It was originally a small fra- 
ternal society known as the Masonic 
Mutual Relief Association. When Mr. 


Montgomery became connected with the 
company it had not a very promising 
outlook. In the early years the society 
served the purpose of providing the 
widow of each member an amount nec- 
essary to meet funeral expenses. Diffi- 
culties under assessments grew; the 
company was discouraged. Mr. Mont- 
gomery was employed to carry out the 
work of the secretary during the latter’s 
illness. The secretary did not get better 
and resigned. 

The association was about to be dis- 
solved. Mr. Montgomery urged before 
it relinquished its Congressional charter 
that he be permitted to see what he 
could do with the society. He was given 
a free hand. Instead of going out of 
business the handful of members in 1893 
grew until now there are 125,000 policy- 
holders. Assets grew from literally noth- 
ing to more than $62,500,000; insurance 
in force grew to $335,000,000; it has 1,000 
employes. 

Mr. Montgomery has been described 
as an idealist who has the faculty of 
maintaining an unshakable grasp upon 
realities. Soon after he took the helm 
he found that the assessment method of 
insurance was wrong in principle. He 
battled for the adoption of the legal 
reserve plan and in 1903 won his point. 
The Acacia was the first fraternal soci- 
ety to take this step. His foresight has 
been matched with his energy; yet he 
has found time to engage in important 
civic and philanthropic projects. 





Ella Barnett Photos 
E. B. Stevenson and E. W. Craig 


E. W. Craig and E. B. Stevenson, both 
vice-presidents of the National Life & 
Accident of Nashville, Tenn., are shown 
in the above picture aboard the SS. 
Hamburg just prior to sailing with their 
wives for a summer sojourn on the Con- 
tinent. Mr. Stevenson, who has spent 
his entire insurance career with the Na- 
tional Life, has risen by successive stages 
from agent to vice-president in charge 
of ordinary and a director of the com- 
pany. Mr. Craig, who is son of C. A. 
Craig, chairman of the board, is also 
making a fine record with the company. 
His father back in 1901 resigned as 
deputy commissioner of insurance in 
Tennessee to accept the presidency of 
the National Life, then a small company. 
Indicative of its growth since then the 
$500,000,000 mark in life insurance in 
force has just been reached. The com- 
pany also does a sizeable business in 
accident and health lines. 

* * * 


Francis Hine Low of the Home Life 
and Miss Faith A. Locke, Lawrence, 
Long Island, were married in Lawrence 
on July 2. About 500 persons attended 
the reception held at the Rockaway 
Hunting Club, Cedarhurst, L. I., follow- 
ing the ceremony. Mr. Low, who is the 
son of Ethelbert Ide Low, chairman of 
the Home Life, is a graduate of Yale, 
class of ’34, and is prominent in yacht- 
ing circles. The bride attended Miss 
Hall’s School in New York, later con- 
tinuing her studies in Europe. She was 
introduced to society last December at 
a supper dance given by her father at 
the Waldorf-Astoria Hotel. 

a *x ca 


Vice-President W. W. Jaeger of the 
Bankers Life Company and Mrs. Jaeger 
will spend the next six weeks on 
a North Cape Cruise, during which 
they will visit Iceland, Norway, Sweden, 
Russia, Esthonia, Finland and Denmark. 
Mr. and Mrs. Jaeger sailed from New 
York on the Kungsholm. 

* * + 


President Gerard S. Nollen of the 
sankers Life Company, accompanied by 
Mrs. Nollen and the eldest Nollen daugh- 
ter, Janna, a student at Smith College, 
is spending his vacation at Whitefish 
Lake, in Minnesota. 


‘The Human Side of Insurance 





GALE F. 


JOHNSTON 


Gale F. Johnston, manager Group di- 
vision Metropolitan Life Southwestern 
division with headquarters at St. Louis, 
is the donor of an award which goes 
every year to the Princeton University 
senior who has shown greatest improve- 
ment in his work in the School of Pub- 
lic and International Affairs. This year’s 
winner was Yorke Allen, Jr., of New 
York. The award has been given since 
1924. 

* * * 

The Marquess of Willingdon, who re- 
cently completed his term of office as 
Viceroy of India, has joined the board 
of the London & Lancashire. 

* * * 


Miss Janet Flanigan, daughter of 
Agency Manager J. E. Flanigan of the 
New York City agency of the Bankers 
Life Co., won new scholastic honors 
recently when she was elected to Phi 
Beta Kappa, after leading her entire 
graduating class of 350 students at Vas- 
sar. Her grade for the four years was 
9714. She also received the Vassar Fel- 
lowship in French and will take post- 
graduate work at Bryn Mawr. 

* * * 


Robert R. Deardon, Jr., president of 
the United States Review of Philadel- 
phia, is vice-president of the Betsy Ross 
Memorial Association and American Flag 
House and in that capacity was a central 
figure in the presentation of two new 
emblems to the Ross House on Flag 
Day recently. Photographs of Mr. Dear- 
don accepting the flags were prominently 
displayed in all the Philadelphia papers. 

* * + 

Suketaro Hirose, who since 1928 has 
been president of the Nippon Life and 
who was managing director from 1919 
to 1928, is dead. The Nippon Life is 
forty-seven years old and has total funds 
of 368,882,000 Yen. 


. <= -& 


Henry G. Mosler, leading producer 
Los Angeles agency, Massachusetts Mu- 
tual, and member of the Million Dollar 
Round Table, left the port of Los An- 
geles June 20 on the Taiyo Maru for 
a two months vacation trip to China, 
Japan and Manchuria, accompanied by 
Mrs. Mosler and their two daughters. 

* xk * 

Roderick Fraser, accident manager for 
Scotland of the Phoenix Assurance, has 
resigned, Andrew Pinkerton succeeding 
him. 

* + + 

J. H. Castle Graham, formerly director 
of field service of the London Life, Lon- 
don, Ontario, was recently appointed 
publicity executive by the company. 
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Gifts for Charles Hendry 

Charles Hendry, who recently retired 
as general manager of the London & 
Lancashire, was presented with a silver 
salver of King George III., (1776 period), 
bearing the facsimile signature of each 
member of the board of directors upon 
the occasion of his becoming a director 
on the chief administration board of the 
company. A further presentation was 
made on behalf of the executives and 
staff at the chief administration of the 
home and foreign branch of- 
ficials and the officials of the allied 
companies. This took the form of a 
marble statuette, accompanied by a dia- 
mond and platinum broach for Mrs. 
Hendry. The statue, titled “Dawn,” was 
executed by T. Mewburn Crook, F.R. 
B.S. That presentation was made by 
Arthur S. 
ager. The silver salver was given by 


company, 


Rogers, now general man- 


the board of directors. 
* * * 


Fortington Quits Paramount 
Chairmanship 


When Harold Fortington resigned as 
financial secretary of the Royal-Liver- 
pool Group he became chairman of the 
executive committee of Paramount Pic- 
tures, Inc. He quickly found that a 
considerable number of people in the 
insurance business had become suddenly 
interested in him. His telephone was 
busy and he got many letters from the 
insurance people. They wanted to know 
if Mr. Fortington would consent to see 
some relative or protege who wanted to 
get into the pictures or write for the 
pictures. Very few of those telephone 
calls reached the Paramount chairman 
nor were many of the letters answered. 
In fact, he became one of the most dif- 
ficult men to see in New York. 

Mr. Fortington has now resigned his 
post as chairman. In discussing the sit- 
uation Time magazine said: “He joined 
forces with Lehman Brothers and Floyd 
30stwick Odlum’s Atlas Corporation in 
the Paramount reorganization. Mr. Fort- 
ington quit after a split on an involved 
question of profit-sharing arrangements 
with theatre operators, departed for 
Labrador where he owns a salmon river.” 

Mr. Fortington also has an estate in 
this state about seventy miles from New 
York. It is quite a remarkable place 
with plenty to show visitors. He form- 
erly commuted in fine weather to the 
Newark airport in his own plane. He 
also leases one of the Channel Islands. 
He is one of the wealthiest men who 
has had a connection with the insurance 
business. 

* * * 


I.C.C.’s Cut-Rate Insurance Ban 
on Railroads 
Insurance men are pleased with the 
news that the Interstate Commerce Com- 
mission has ordered six railroads with 
freight terminals in the New York City 














area to cease by October 1 warehouse 
operations and the insurance of freight 
in warehouses and on piers at less than 
cost. The railroads affected are the 
New York Central, Pennsylvania, Lacka- 
wanna, Erie, Lehigh Valley and Balti- 
more & Ohio. 

For some time independent warehouse- 
men have fought the practice of these 
railroads issuing insurance to cover their 
own potential liabilities under bills of 
lading at less cost than could be obtained 
from regular insurance companies. By 
virtue of this competition the independ- 
ent warehousemen and insurance com- 
panies have lost business. The railroads 
also have their own storage warehouses 
and cut the storage rates on these. 

Warehouse insurance granted to ship- 
pers by the railroads has been issued 
at an arbitrary rate of eight cents, irre- 
spective of the location of the goods or 
the condition of any particular ware- 
house. This rate is far under the tariff 
rates of insurance companies, which 
range from a minimum of about eight 
cents to as high as $1.50. The eight cent 
rate of the railroads was established 
when one railroad obtained this low rate 
from insurance companies on a modern 
sprinklered warehouse. Then the other 
roads cut their rates to this minimum. 

While the eight cent rate is far below 
the cost of the coverage the extra losses 
were absorbed by the railroads which, 
however, were reimbursed by the addi- 
tional freight money received through 
this competition. Under the new ruling 
of the I.C.C. the railroads must charge 
not less than the tariff rates of the 
regular insurance companies on such in- 
surance they may write, thus canceling 
their competitive advantage. This pro- 
tection is for the benefit of shippers only 
and does not cover railroad warehouses 
or piers themselves. 

x * * 


C. V. Starr Here From China 

C. V. Starr of Shanghai, head of the 
American Asiatic Federal, Inc., American 
International Underwriters, Inc., and the 
Asia Life, arrived in New York this week 
from China, making the trip from San 
Francisco by aeroplane. His outfit is 
foreign manager of a number of Amer- 
ican companies. He also owns a daily 
paper in Shanghai. 

* * * 


State Departments Watching Illinois 


Developments Carefully 

Insurance commissioners throughout 
the country are watching the Illinois fire 
insurance rating situation, and trying to 
figure out Commissioner Palmer’s moti- 
vation. It is a situation loaded with 
dynamite. 

* * * 
Grand Cross of the Victorian Order 
For N. B. & M. Chairman 


The first Birthday Honors List of 
King Edward’s reign contained very few 
names of insurance interest. A baro- 
netcy has been conferred on the Gov- 
ernment credit insurance expert, Colonel 
the Hon. Sidney Cornwallis Peel, chair- 
man of the advisory committee of the 


CHARLES HENDRY 


Export Credits Guarantee Department. 
The Grand Cross of the Victorian Order 
has been bestowed on Viscount Wake- 
field, chairman of the North British & 
Mercantile. 

These are not the first insurance men 
to be honored by King Edward, how- 
ever, as he bestowed the New Year Hon- 
ors awarded to a number of insurance 
men by his late Majesty. 

* a * 
The Cleveland Exposition 

So much publicity has been given to 
the Dallas Exposition and the rival 
shows at Fort Worth that the Great 
Lakes Exposition at Cleveland has not 
had the attention it should because of its 
importance. It opened on June 27 and 
has a number of features which are out- 
standing. Financed by private subscrip- 
tion for the public benefit it has no 
public subsidy from Federal, state, coun- 
ty or city government. The United 
States Government occupies space for 
its exhibits, as does the state of Ohio, 
on the same basis as industrial and com- 
mercial exhibitors. Any profits from the 
Exposition will be expended for charit- 
able or educational purposes. It obtained 
from the City of Cleveland for the 
period of the Exposition about $40,000,- 
000 of municipal properties on fair terms. 
These include the use of the Mall, the 
public Auditorium, the Lakeside Exposi- 
tion Hall, the Stadium and many acres 
of lake front property. It is presenting 
the city with three permanent improve- 
ments, the Horticultural Building, the 
Horticultural Gardens and the East 
Ninth Street subway. 

In the exposition are model homes, 
actual size, which typify the latest de- 
velopments in wood and brick home con- 
struction. One house represents the typi- 
cal small brick home which can be built 
for approximately $7,500. In the “typical 
house of wood” are many of the recent 
developments in home design, decoration, 
construction and efficiency. Some of the 
rooms have wood-panel walls, prefabri- 
cated in the mill. Many other examples 
of prefabrications are incorporated in the 
house. 

In one part is the Garfield Memorial 
Cabin, an exact reproduction of the cabin 
in which President Garfield was born 
southeast of Cleveland. The original 
cabin was erected in 1825 by Abram Gar- 
field, grandfather of Abram Garfield, 
supervising architect of the Exposition. 

Historical, educational and cultural ex- 
hibits by Federal, state and local govern- 
ments tell the story of the Great Lakes 
states and cities in Hall of the Great 
Lakes, located on the lower level of the 
Public Auditorium. 

In the state exhibits are typical dis- 
plays of important agricultural, indus- 
trial and cultural features. 

One of the largest and most interest- 
ing exhibits is the $12,000 relief map of 
the City of Cleveland. Built by WPA 
workers, this display shows Cleveland as 
seen from an altitude of 2,000 feet. Prin- 
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cipal buildings and landmarks are mod- 
eled to scale. 

The automotive industry has a build- 
ing which also includes yachts, marine 
engines and numerous other displays of 
allied industries. 

Beauty of modern architecture is strik- 
ingly evident in the expansive, flat-roofed 
Hall of Progress, located to the right of 
the lower end of the Court of Presi- 
dents. 

Exhibits of the public service corpora- 
tions, dramatize the convenience, utility, 
safety and economy of modern appli- 
ances for the home. 

Widespread uses of light, ranging from 
insect traps and greenhouse lighting to 
airway beacons and surgery are pre- 
sented. A live owl, a bat and a mole are 
used in one exhibit to show how animals 
adapt their habits to light. In one sec- 
tion, visitors may turn on the largest 
lamp in the world, a single bulb of 
50,000 watts, and compare it with a tiny 
one-third watt lamp which is used for 
insertion into the stomach in internal 
surgery. 

Completely electrified kitchens, demon- 
strating the latest advancements of in- 
vention in lightening and mechanizing 
the work of the housewife are shown 
here. In addition to the utility fields, 
many other exhibits, largely confined to 
the lighter industries are to be found. 

In one section is the huge display of 
the Federal government, showing in 
graphic form, the many services rendered 
to the taxpayer by various government 
departments. 

* * * 
Great Lakes As An Industrial Center 

Cleveland and the Great Lakes region, 
foremost industrial area in the world, 
embrace 40% of the nation’s inhabitants 
and 50% of its wealth. 

More than half of the country’s manu- 
factured products—$40,254,000,000 in a 
single record-breaking year—go forth in 
national and international trade from 
cities in the Great Lakes states where 
furs, beads and rum were the chief stock 
in trade when the nineteenth century 
dawned. 

One-third of the whole world’s iron 
ore moves through the lake ports which 
knew nothing but the crude log cabin 
and the frail birch bark canoe when 
gentlemen and ladies were doing their 
minuets at great Colonial mansions in 
busy Atlantic shipping towns from Bos- 
ton all the way to Georgia. 

Now the Great Lakes actually outrank 
the North Atlantic in bulk freight trans- 
portation. In 1929 this Great Lakes com- 
merce rose to 161,000,000 tons, half again 
as much as the total foreign commerce 
of all our seaboard ports. Ores, first 
discovered in the Lake Superior ranges 
less than a century ago, coal from the 
Appalachians, grain from the prairie 
states and a multitude of manufactured 
products of this important sector make 
up the traffic in these inland waterways 
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U. S. Court Continues 
Injunction on Palmer 


RATE CUT ORDER IS HELD UP 





Illinois Director Says Fight Will Be 
Carried to Supreme Court if In- 
junction Becomes Permanent 





Fire insurance companies licensed in 
Illinois and their agents in that state 
are enjoying at least a temporary re- 
spite from the efforts of Insurance Di- 
rector Ernest Palmer to force a 10% re- 
duction in rates on dwellings and their 
contents. Judge Charles G. Briggle of 
the Federal District Court at Spring- 
field, Ill, on Tuesday granted the 176 
stock companies fighting Palmer’s move 
an interlocutory injunction which will 
become permanent, it is said, August 15, 
unless Palmer is able to prove that he 
has the power to change rates and to 
suspend or cancel the licenses of com- 
panies which refuse to obey a rate re- 
duction order. 

The court said that the important 
factor is whether Director Palmer has 
authority to dictate rates. Judge Briggle 
said he could find no authority by which 
Palmer could fix fire insurance rates in 
Illinois under present laws. This rate 
controversy will not end probably until 
it has reached the United States Su- 
preme Court. Both Governor Henry 
Horner of Illinois and Palmer say they 
will carry the case to the highest court 
if the injunction is made permanent and 
the companies likewise will appeal to 
Washington in the event their position 
is upset by any intermediary appeal 
court. 

Companies’ Position 


Robert J. Folonie, Chicago, appearing 
at the injunction hearing Tuesday for 
the insurance companies, said the basic 
question was whether the Director has 
the right to impose on insurance com- 
panies such conditions as contained in 
his rate-cut order. He declared that the 
charges of rate discrimination are vague 
in that particular counties in southern 
Illinois are not mentioned. 

Palmer was represented in court by 
Assistant Attorney-General John B. 
Harris who charged the companies with 
arrogance and defiance in opposing the 
right of the Insurance Director to regu- 
late fire rates. 

The future of the rate battle hinges 
to a considerable degree upon results of 
the November elections. If Governor 
Horner is re-elected he undoubtedly will 
retain Palmer as Insurance Director and 
the fight for lower rates, control of rates 
and an insurance code will continue. If 
the Republicans are victorious and a new 
governor comes into office there will 
undoubtedly be a new Insurance Director 
and one probably less antagonistic to 
the business of fire insurance. As the 
summer goes on the companies will be 
preparing experience data on dwelling 
risks in Illinois to prove that present 
insurance rates are not excessive. 

Numerous mutuals have signified their 
readiness to meet the rate reduction or- 
der. A. V. Gruhn, manager for the 
American Mutual Alliance, a few days 
ago wrote the mutuals urging their ac- 
ceptance of the reduction order. Other 
mutual companies are known to be as 
opposed to the rate cut as are the stock 
companies. 

The Chicago Journal of Commerce on 
Wednedsay carried a statement attrib- 
uted to Palmer which said in part that 
“so long as the stock fire insurance com- 
panies accept the leadership of those 
who have valiantly led them to defeat 
on so many rate reduction battlefields we 
have little hope for that broad vision 
which makes for constructive progress 
and a common sense solution of rate 
problems involving the unorganized 
home owners.” 








Agents’ Ass’n Counsel Gives 


Views on “Resident Agents” 

Stewart F. Hancock, attorney for the 
New York State Association of Local 
Agents, says he believes that “resident 
agents,” as used in the new resident 
agents’ law for this state, refers to the 
agency residence and not the family 
residence. Numerous New York City 
insurance men licensed as agents and 
having their offices here, but living in 
New Jersey or Connecticut, fear the new 
law may be interpreted to apply to resi- 
dences as well as places of business. 
The New York State Association, which 
sponsored the resident agent bill, is pre- 
paring briefs on the new law to be sub- 
mitted to the attorney general for a final 
decision. Following is Mr. Hancock’s in- 
terpretation: 

“Referring to the resident agency law 
passed at the 1936 session of the legis- 
lature and approved by the governor, 
it is our definite opinion that the words 
‘unless such policy or contract is issued 
through or countersigned by a lawfully 
constituted and licensed resident agent 
of this state’ refer to an agent having 
an office within the State of New York 
and holding a New York State agency 
license. 

“In our opinion it is immaterial where 
the officers of a corporation, the mem- 
bers of a partnership or an individual 
who have such an office and hold such 
a license actually reside.” 


National Union Marks Two 


Anniversaries This Year 


The National Union Fire of Pitts- 
burgh reaches two milestones that were 
mildly celebrated this week. Not alone 
does 1936 mark the thirty-fifth anniver- 
sary of the company but it also com- 
pletes the fifth anniversary of the pres- 
ent management and the latter event was 
commemorated by the loyal agency force 
through the submission of a sizeable 
volume of new business. 

President John M. Thomas assumed 
direction of the company on July 7, 1931, 
shortly following the election of John S. 
Fisher as chairman of the board and on 
July 20, the same year, Vice-President 
Henry S. Yates joined the organization 
to complete the triumvirate that has suc- 
cessfully guided its destinies during the 
past five years. 








Fire Insurance Division 
Raises $16,863 for Welfare 


_The Fire Insurance Division of the 
Citizens Family Welfare Committee has 
obtained contributions totaling $16,863 
in the 1936 campaign for the city’s needy. 
H. Edward Bilkey, vice-president of the 
Globe & Rutgers, is chairman of the 
committee and the other members are 
R. A. Corroon of Corroon & Reynolds, 
J. S. Frelinghuysen of the American 
Home, F. W. Koeckert of the Commer- 
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H. Koop of 
Great American, J. V. Lane of the North- 


cial Union, 
ern Assurance, J. Parsons of the 
North River, Sumner Rhoades of the 
Eastern Underwriters Association, C. F. 
Shallcross of the North British & Mer- 
cantile and Harold V. Smith of the 
Home of New York. 





TO MANAGE LOCAL AGENCY 

The William A. Burgess agency of 
Manchester, N. H., has announced the 
appointment of Frank H. Thomas as 
general manager, dealing in real estate, 
insurance and auctions. Mrs. Victoria 
Burgess McKinney continues her inter- 
est in the agency in which she was as- 
sociated with her father for over a 
decade. 





COSTELLO JOINS N. A. 

A. G. Costello, a Deputy Insurance 
Commissioner of Pennsylvania for over 
twenty years prior to his resignation 
earlier this year, has joined the produc- 
tion department of the Insurance Co. of 
North America at the home office in 
Philadelphia. While with the Depart- 
ment he made hundreds of friends in the 
insurance business. 
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New York Insurance Department Valuation 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


C. L. Henry. Secretary 


Statement December 31st, 1935 


$1,500,000.00 
1,394,790.53 
270,546.00 
3,095,002.70 
6,260,339.23 


$60,534.96 


Basis. Securities carried at 


in various States as required by law. 
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THE IMPORTANT I'S 


Initiative of the Agent 
Integrity of the Company 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 
HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 


CHICAGO OFFICE: 209 W. Jackson Boulevard 


SAN FRANCISCO OFFICES: 


§ Fire—200 Bush Street 
| Marine—231 Sansome Street 
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New Kentucky Program For 


Insuring State Properties 
After considerable effort the Kentucky 
Association Agents has 
worked out a program under which all 
Commonwealth of Kentucky, or State 
Properties, will be insured for the excess 
coverage needed over and beyond the 
$200,000 State Insurance Fund. One 
policy will be written by the Continental 
covering all properties of the state, the 
$200,000 State Insurance Fund to apply 
as other insurance or contributing insur- 
ance. Forms have been approved by the 
Kentucky Actuarial Bureau and the Chi- 
cago Committee. Policy will be for one 
year, and the rate .422 for fire only. 
The schedule shows $4,478,644, while the 
insurance will amount to $2,678,644. 
Under the plan as worked out each 
company now on the risk will cancel 
short rate, and in turn reinsure the Con- 
tinental on the pro rata necessary on a 
percentage of the coverage, which, of 
course, is smaller, due to the $200,000 
deduction, and the fact that many small 
properties will need no contributing in- 
surance. The policy will be written by 
Reed Brothers of Columbia, Ky., but the 
commission from the business will go to 
the Kentucky Association of Insurance 
Agents. 


of Insurance 





FRIENDS HONOR BARTHELMES 


A. Wesley Barthelmes, who is resign- 
ing as inland marine manager of the 
America Fore Companies to become ma- 
rine secretary of the National Union 
Fire, was tendered a dinner last week at 
the Landmark Restaurant by fifteen 
close friends and presented with a hand- 
some brief case. Anthony Tyson, man- 
ager of the marine department of Hoey 
& Ellison, was chairman of the dinner 
committee. 


W. JULIAN BELL IN NEW YORK 
W. Julian Bell, well known insurance 
company adjuster at Miami, Fla., has 
been ix New York City for some time 
visiting companies. 
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This is the third instalment of Mr. S eymour’s article. 


In the first and second instalments of this series the subjects dealt with were the 
financial and other differences between German and American fire insurance companies 
and the effect of a rapidly fluctuating currency on their assets and liabilities. 

The present instalment discusses the operations of fire insurance companies under 
such conditions and some illuminating tables are again given to depict the trends of 
various important ratios. 

A superficial conception of the prime effect of inflation on the fire insurance in- 
dustry is, that “premiums would go up to the extent of the inflation, losses would be 
low, expenses would increase, but nevertheless enormous paper profits would be made.” 
That is partly true, but it is only half the story. Let us first of all compare the trend 
of gross premiums written with the trend of an increasing index of cost of living. 

TABLE 5 


Written Average Index 


Com- Gross Premiums Ratios of Cost 

panies Marks to 1913 of Living 
<a eee 10 154,373 Millions 1.0 1.0 (Pre-war marks) 
BG Sw cuienuwae 10 183,381 Millions 1} 2.2 (Pre-war marks) 
See 10 269,931 Millions 1.7 4.2 (Pre-war marks) 
I i scovawce Sones 10 645,241 Millions 4.1 149 (Pre-war marks) 
Se 10 ‘1,077,639 Millions 6.9 19.1 (Pre-war marks) 
eer 10 19,485,906 Millions 126.2 342.1 (Pre-war marks) 
Se enes 4 6,809,559 Quad- 184 Billions 231 Billions (Pre-war marks) 

rillions 


Note: On January 1, 1924 the rentenmark, tied to gold, was introduced. 

It is already well known in the United States that in times of a rising cost of living 
insurance of merchandise and contents, etc., responds much more rapidly to the increas- 
ing costs, while coverage of buildings, etc., tends to lag. During the German inflation, 
no doubt this tendency was also present. 

Of course, premiums were being written continuously throughout the above period 
while at the same time the cost of living was continuously rising at accelerated veloci- 
ties. It was naturally impossible to determine the volume of premiums written at each 
price level and thus weight the averages accordingly. Furthermore, some part of the 
premium volume arose from company mergers, rather than from the continuous efforts 
of the same agency plants. From this it seems clear that the volume of premiums 
written did not by any means keep pace with the fluctuating degrees of inflation, due 
to several causes. 

Some of the Conc!usions to Be Drawn 

Translations from the annual reports of several German fire insurance companies, 
especially in 1922 and 1923, as well as from letters received from abroad in answer to 
certain questions, disclose the following: 

1—That under increasing monetary depreciation the income of great and wide- 
spread masses of the public can only partially adapt itself to such a condition and there 
That really means people badly wanted 


’ 


is a tendency to “save” insurance expense. 
some degree of insurance protection but wanted it as cheaply as possible. 

2—The effect of this insurance “saving” was disastrously brought home, usually 
too late, to those who were taken by surprise with heavy losses from insufficient, or 
totally lacking, insurance. This detriment, however, was most noticeable in small urban 
and rural business. For purposes of economy and better expectations from profit from 
other classes of insurance buyers, it was practically eliminated by the carriers from 
1922 onwards and until stabilization occurred. 

3—As an offset to the loss of premiums from middle-class home owners, small 
farmers, etc., there was a very substantial gain from commercial and industrial insur- 
This was due to the enormous expansion of plants for increased produc- 
In Germany, at that time, 


ance buyers. 
tion to meet the rapidly growing demand for “tangibles.” 
there arose a popularly so-called “flight into tangible assets.” 

4—Due to the greatly improved moral hazard and the almost feverish desire to 
protect “tangibles,” as well as due to an outbreak of fire being regarded as a criminal 
offence, losses from most lines of insurance were reported as satisfactory; this was 
definitely so, even in 1923. 

5--As the result of fluctuating replacement values, individual policies had to be 
re-written several times over at a greatly increased cost to the companies but without 
commensurate increase of profit. Most of this re-writing seemed to have arisen out 
of co-insurance policies and supplementary insurances. 

Introduced Special Emergency Coverage 

6—For the purpose of supplying the needs of “cheap insurance” buyers, a special 
type of coverage was introduced in 1921 (when costs had risen to fifteen times pre-war 
levels) known as “Emergency Building Insurance.” This form was introduced in 
order to permit policyholders to insure their property at full actual value and thus 
obtain full compensation for loss. During such a time of rising costs of construction 
even damage to part of a building frequently amounted to many times the pre-war 
insured value of the entire property. This emergency building premium was worked 
out on a very inexpensive basis and became much in demand for some time. 

This type of cover was a supplementary insurance, in addition to the already exist- 
ing policies, and applied to all kinds of property without increase of hazard, except 
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cinemas, theatres, department stores, powder magazines, and such. It was based on 
the pre-war insured value on July 1, 1914 and was calculated as follows: 


Pre-war insurance 7/1/14............. ...-M_ 20,000 
Principal insurance ee ace ice aaa M_ 100,000 Regular Premiums 
Emergency insurance 1921................ 200,000 1/3 Regular Premiums 
Total: INGUSAREE .o6c.cccccccees ace aie M 300,000 15 times pre-war 


In order to create adequate coverage in particular cases the amount of the emer- 
gency insurance was made flexible, being as low as five times pre-war value, or as high 
as was necessary. Where property had been insured on 7/1/14, higher than at real 
values, then the total new insurance could be reduced in proportion. Such insurance 
was granted on the understanding that compensation for loss would only be made for 
the purpose of reconstructing or repairing destroyed buildings, which work had to take 
place within one year after the loss; if not the company was only obligated to make 
good the value of the materials destroyed, or the parts of buildings damaged, after 
allowing for expenses of demolition, and after taking into consideration the undamaged 
parts fit for further use. In some urgent cases the time limit was extended to two 
years after the occurrence of a fire. 

This plan of cover was considered much more advantageous to the insured than 
co-insurance, even though the latter was regarded as cheaper, because under co- 
insurance, in every large fire, the insured lost heavily in replacement values. Both 
finally proved, however, to be inefficient. 

Automatic Rate Control; Self Insurance Danger 

7—Many devices were resorted to, in order to control the automatic fixing of 
premium rates, such as basing all insurance values on the changing price indices of 
rye, coal, potash, etc., or of gold currency exchange. All such systems worked for a 
while, but all proved to be more or less inadequate. “Gold currency” insurance indices 
in United States dollars, though Lest of all, failed, as much as anything, due to 
political factors, In spite of all the difficulties, however, the policyholder was able to 
obtain protection and the fire insurance companies to function. 

8—One serious danger for German domestic economy arose due to the widespread 
attempts at self insurance. Even among the largest industrial concerns with vast sur- 
pluses built up over a period of years, was this an economic peril of great magnitude. 
The German press energetically endeavored to point this out to the public, yet, in spite 
of such efforts, the demand became so great that regulated permission for self insur- 
ance had to be instituted by the stock exchanges and the facts had to be clearly ex- 
plained in company prospectuses. 

9—-The fire insurance companies found it very difficult to adjust their premium 
income to rising wages, salaries, and costs of conducting their businesses. At the first 
realization of the mounting disparity between income and outgo, the managements of 
the insurance companies formulated steps to curtail expenses from the bottom up and 
to eliminate all unproductive labor where possible. In 1922, for example, the North 
Star report says: 

“We believe we have created a dependable basis for operations through our 
changed business methods which should enable the company to withstand its coming 
difficulties.” 7h af 

This company did survive the 1923 collapse of the mark, and on January 1, 1924, 
its net assets were 47.9% of its total assets compared with net assets of 52% in 1913; 
its total assets themselves were 43.0% of the 1913 total, whereas life insurance com- 
panies apparently only retained about 6% in gold at December 31, 1924, even after 
twelve months of operations. 

Some Protective Methods 

10—The German fire insurance companies protected themselves by carrying the 
insurance on their own buildings based on gold foreign exchange indices; this they 
were permitted to do under the Bills of Exchange Act. 

11—The companies, as a rule, maintained their normal re-insurance arrangements 
but were exceedingly careful in selecting re-insurers, devoting special attention to those 
writing business on a basis of gold foreign exchanges. 

12—The great demand for cheap insurance coverage brovght into existence num- 
bers of new small insurance companies and organizations for which, in normal times, 
there would have been no room. Ultimately, many of these small concerns consolidated 
themselves into large enterprises but as a rule the management was inexperienced and 
numerous failures ensued when stabilization took place. These new concerns adopted 
unsound and unethical underwriting practices whereas the “old line” companies en- 
deavored to maintain high standards of practice and survived the crisis. 

Mutuals Fared Worse Than Stock Companies 

13—If the inflation experience of the Wurttemburg Mutual Fire Insurance Co. is 

indicative of the general trend among mutuals, they fared worse than the stock com- 


panies. The 1923 report of the above named company states that, after being a suc- 


cessful mutual company since 1828, the assessments against policyholders became far 
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too burdensome and in order to obtain outside capital it had to become a stock com- 
pany. A letter states that had it not done so it could not have remained in business. 
Tables Showing Experience 

The general facts of the underwriting experience having now been outlined, the 

tables which follow will be easier to understand and to interpret. 

TABLE 6 
LossES AND ADJUSTMENT EXPENSES 
Losses Paid to Premiums Written % 
Average Losses to Premiums 


Index of Written % Aceident 

Com- Cost of Water & Lia- 

panies Living Incurred Paid Fire Burglary Damage bility Other 
1913 10 1.0 57.8 52.3 53.5 20.6 24.2 37.4 73.0 
1918 10 2.2 47.4 40.8 35.1 83.0 34.4 24.5 56.1 
1919 10 4.2 48.1 40.4 32.3 808 38.6 32.4 53.8 
1920 10 14.9 36.4 22.2 16.5 49.4 34.0 27.8 45.3 
1921 10 19.1 40.7 25.4 23.7 29.9 26.8 19.3 57.8 
1922 5 342.1 10.4 5.5 
1923 4 231 Billions 49.7 14.5 
1924 10 32.8 25.5 27.6 16.7 16.6 21.0 19.9 
1929 10 62.0 56.1 50.4 26.3 68.8 58.7 86.5 
1934 10 43.5 43.6 31.3 19.4 31.6 61.3 52.5 


It was impossible to calculate accurate ratios in 1922, and 1923, because in those 
years several of the companies converted their accounts to a basis of foreign exchange 
insurance, and from 1913 to 1921 the reports were uniformly on a pre-war paper mark 
basis. Undoubtedly the loss ratios in 1922 and 1923 were abnormally low, at least a 
test from selected companies showing a common trend, would seem to substantiate it. 

TABLE 7 
DIVERSIFICATION OF RIsks WRITTEN 
Water Accident & 


Companies Fire Burglary Damage Liability Others 
ney errr 10 87.9 4.0 0.6 3.3 42 
a pce as sien wcacisraes 10 79.6 10.1 1.1 3.5 5.7 
EE ee eri 10 71.1 11.9 0.9 9.2 6.9 
cbs van Popkee ea . 77.4 9.4 0.5 6.3 6.4 
SAR ear eeerr 10 72.7 &.1 0.6 12.3 6.3 
SAR er ere 10 83.6 4.7 0.1 4.1 7.5 
Tia vein aes wecuead ? 85 
eee eee 10 73.0 5.0 0.8 13.4 7.8 
A A ree 10 49.4 4.3 0.7 27.3 18.3 
ECP rrr 10 48.6 4.9 1.0 36.3 92 


It will be noticed that until 1924 most of the business written was straight fire 
insurance, which largely accounts for the favorable loss ratio trend. From 1929 on- 
ward there was a large increase in casualty lines, which began to produce an unfavor- 
able experience. 

TABLE 8 
MISCELLANEOUS OPERATING Ratios To NET 
PREMIUMS WRITTEN 
% Interest 


% Gross Yield on Com- Underwriting 

Premiums Invested missions Expenses Taxes& Trading Com- 

Retained Assets Paid Paid Licenses Paid Profit panies 
1913 55.1 4.3 18.0 14.4 2.6 12.7 10 
1918 41.2 4.7 14.8 16.7 3.3 24.4 10 
1919 45.0 4.9 20.6 3.9 3.0 12.5 10 
1920 47.7 5.2 19.6 20.9 2.1 55.2 10 
1921 45.5 6.1 20.7 20.8 2.1 31.0 10 
1922 51.8 28.1 21.0 16.5 1.1 56.9 5 
1923 40.9 2.3 19.0 14.4 1.3 50.8 4 
1924 54.8 5.8 28.6 22.1 1.4 13.4 10 
1929 55.8 8.0 24.4 17.1 3.1 of 10 
1934 58.7 5.7 24.2 22.6 4.7 4.9 10 


Because of the introduction of foreign-exchange-basis insurance in 1922 and 1923, 
consolidated figures for ten companies could not be used. There seems to have been 
more difficulty in re-insuring in 1922 than in any of the other inflation years, but in the 
post inflation period the companies returned to their pre-war re-insurance policies in 
this regard. 

The unusual interest yield on (mean) invested assets in 1922 was due to the 
influence on the averages of the greatly increased investment incomes of certain com- 
panies which bought for investment, and rented, a number of office buildings. Those 
companies which did not do this showed investment yields of between 8% and 13% in 
1922; in 1923 it was almost impossible to determine any interest yield, because those 
companies which did report in inflated marks combined both interest and realized 
profits from sales of securities. 

In spite of the many references in German reports to greatly increased operating 
expenses, it is remarkable to find that commissions and expenses did not vary much in 
ratios from those of pre-war times. 

Taxes remained extremely low because the federal, various state, municipal, and 
other governments in Germany found it impossible to raise taxes, which was one of 
the contributing causes of the inflation. 

From the enormous “trading (underwriting) profit” from 1920 to 1923, the worst 
years of inflation, it is fairly obvious that “unearned premiums”: reserve requirements 
did not impose a burden on the companies’ own resources. It also helps to explain 
why the companies were able to survive. 

Did the Companies Make or Lose Money? 

Now we come to a summing up of all the matters discussed, and illustrated by 
ratio trends, which results in one simple question, “Did the companies make money, or 
lose money?” The best way to answer this is to give the combined: total of funds 
received, and funds applied, by two representative German companies (Aachen & 
Munich, and Berlin) from December 31, 1917 to December 31, 1922; in addition, the 
combined total movement in their “surplus to policyholders” is shown for the same 


period of time. 


TABLE 9 
1918 to 1922 
Application of Funds 











Sources of Funds (1000 Marks) 

(1000 Marks) Cash Dividends Paid............ 15,083 
Underwriting Gain (Statutory).. 49,341 te rrr 2,449 
Interest and Rents Earned...... 69,863 Investments Made: 

PRONOUN ninco ce ctescaues 12,172 

Total Earned (cash) Income... .119,204 Real Property ...c<<ccccsseess 28,521 
Proceeds of Security Sales...... 928 Insurance Stocks: «62.2060 2,000 
Collected from Mortgages....... 956 Bonds & Treasury Bills....... 48,248 
Funds contributed by _ stock- Capital Pimamernd x00. < 000002 700 
INE. can os Holvoo anette mes 22,125 Increase in Working Assets... 34,040 
a es eee 143,213 RRSP padgt REE ae NPA 143,213 


It is quite remarkable that, after providing for enormously increased premium and 
loss reserves, as well as in view of mounting underwriting expenses, these two com- 
panies earned an underwriting profit of M 49,341,000 for the five years, representing an 
average of 5.1% per annum on “earned premiums.” The contributions by the stock- 
holders actually made little difference towards building up the reserves. Inasmuch as 
there was always a sufficient excess of working capital, it is to be presumed that the 
stockholders’ contributions were probably invested in the purchase of real property, and 
hence this was one of the reasons why the stockholders’ equity gained at the expense 
of the policyholders, in terms of gold. 

TABLE 10 
MOVEMENT OF SURPLUS TO POLICYHOLDERS 
1918 to 1923 (1000 Marks) 
% Assets 
Paper Gold 





Capital and Stockholders Reserves 12/31/17...............22005 18,279 35.1 35.5 
Comtyieted Gy BIOCWONGGrS. «cs occ cc cicswestecccsece 21,425 
IR INE os. nw Khe cancnvedpeokae ed dain 2,146 
SE ee > Dene renee are ee 119,204 
Gain from Book-Value Assets.................. 035 

Re EE eee ee ee ee ee ae 121,985 

Less: 

Dividends Paid and Declared........... 54,650 
Directors Fees Insured..............000. 20,104 
RAMONE TUMOR. 0.5.5 ekesicscaceeies 26,600 
te PRI. oo. s so Skis sos see ewuss 7,091 
Building Depreciation .................. 938 
EE EE ion oni pares cine tinnwakaetes 42 

WOR TUONO ona oi 2 ik Soon chee 110,033 
PA Bil FU 65, pita nhac scoals nie BARS ROKR 11,952 33,377 
Capital and Stockholders’ Reserves 12/31/22.................000- 51,656 2.0 72.5 


In paper marks the stockholders’ equity nearly trebled during the five year period, 
yet in paper its ratio to the total assets fell from 35.1% to 2.0%; in gold, however, it 
rose from 35.5% to 72.5%. 

Applying Experience to American Companies 

The experiences of the German companies having now been fully discussed, it is 
appropriate to try and draw some conclusions as to how our American fire insurance 
companies would fare. 

As already mentioned, most people who still fear the possibility of inflation in this 
country are probably anticipating a 20 cent, or at the worst, a 10 cent dollar. By the 
end of 1919 the German companies had that degree of inflation and the net gold value 
of their “surplus to policyholders” had increased to 53.4% of the total assets, compared 
with 41.2% in 1913; paperwise, however, it had declined 13 points to 28.3. 

American companies would not have to operate under exceedingly difficult inter- 
national handicaps; the wealth of the nation is proportionately far greater than that of 
Germany in 1918—1923. 

Our uniform systems of insurance accounting, and the various “convention” regu- 
lations, would make it far easier to work out uniform methods of fixing price indices. 

Companies in this country have always been far more cautious in distributing divi- 
dends than the German companies had been prior to inflation. The latter used to pay 
out 100%, or over, of their investment income, so that reserves equivalent to our “sur- 
plus” were not built up to substantial proportions throughout the years. American 
companies would need very little new capital. 

German companies seem compelled to carry substantial employes pension funds, 
whereas with our companies it is optional, thus one item of expense would not be 
present. 

There being no material restrictions on the investments of the fire insurance com- 
panies in America, steps could be taken well in advance to hedge as much as possible. 
Purchases of common equities might have aided the German companies to some extent, 
because there would undoubtedly have been a substantial increase in their investment 
income from dividends while same were being paid. On the other hand, the market 
value of common stocks, while it rose much higher than did that of bonds, appears to 
have salvaged less gold value upon revaluation. Bondholders in Germany received 
preferential treatment. But this, of course, was in reference to a totally depreciated 
currency, and we are only considering a 10 cent dollar inflation in reference to Amer- 
ican companies. It is, therefore, probable that our companies would benefit consider- 
ably by buying common stocks in essential industries, since by 1919 (or at a 1/10 
mark stage of inflation) investment conditions had not gotten completely out of hand, 
even in Germany. 

In the concluding instalment of this series of articles, the whole inflation question 
will be dealt with from the investors’ viewpoint, and will be illustrated by some further 
interesting tables. 

(To Be Concluded Next Week) 
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DeCelles Address Features Banquet 


(Continued from Page 1) 


sioner condemn competitive branch of- 
fices of companies and the coercion ex- 
ercised in insuring financed commodities. 

At the outset of his address Commis- 
sioner DeCelles said that Massachusetts 
recognizes the sound basis upon which 
the American Agency System is built. 
Commenting on the growth of direct 
writing of insurance he said the real 
difference between direct writing and 
agency writing is one of service. If an 
assured wishes to handle his own insur- 
ance problems that is his right but if he 
wishes to employ an expert insurance 
agent he should expect to pay for this 
service. “The agency system with the 
honest, able agent enables the policy- 
holder to have a choice of a multiple 
group of companies,” said the Commis- 
sioner. After next telling of all the 
various services which a competent agent 
is called upon to perform in the conduct 
of his duty the Commissioner said: 

“All this service is expensive. Con- 
sequently, I recognize the necessity of 
a differential between the compensation 
given to various types of agents. The 
producer who renders service should be 
paid for that service. There is a loading 
in every rate structure to provide for it. 
If a company demands that an agent do 
certain things, then he should be paid 
in proportion to the work that he does. 
Any fair man will admit that the mere 
order taker is not entitled to the same 
return as the man who renders service. 
No one objects to the proper use of this 
principle in the insurance business. 

“Justified criticism can be directed 
against the abuse of such differentials, 
when they are used for competitive pur- 
poses against other agents. 

Mutual Competition 

“Many of you erroneously believe that 
mutual competition is the only thorn in 
your side. The mutual company has a 
right to exist. You stock men will 
probably deny that fact, but as men who 
are honest with yourselves, you will ad- 
mit the truth and validity of this state- 
ment. If the policyholder decides that 
he wants to take a mutual policy, if he 
decides that he is competent enough to 
select his own writing company, then he 
use a mutual as a medium for his 


may 
protection. If the mutual company ren- 
ders a service which is equal to the 


stock company at a lower price, then it 
is an unchangeable law of economics 
that the mutual will get the business. 
“However, you object and say that it 
is because the mutuals take only the 
better class of business. I wonder if 
that is the whole answer? Or rather 


isn’t it this—we have been making the 
better class of business carry more than 
its share of the load of the bad business. 


The rate making structure has put too 
much of the burden of the ‘rag-picker 
risk’ upon the first class risk. The fig- 
ures submitted to me by your agencies, 
indicate to me that if we take the com- 
mission, and deduct therefrom the ex- 
pense of doing business, the margin to 
you is small indeed. If we are to con- 
tinue to subscribe to the theory that 
these services must be rendered the 
policyholder, then the policyholder must 
expect to pay for them in the rate. 

“On the other hand, if the service of 
the mutual companies is the same as 
that of the stock companies, I cannot 
see where the cost of doing business 
should be different. The distribution of 
the cost, I grant, may be different, but 
the eventual cost ought to be the same. 
Mutual competition can be met by using 
class experience as the basis for class 
rates, and by proper attention to the 
rapidly growing expense ratios of the 
stock companies. It occurs to me that 
if a rate can be lowered under mutual 
competition, that this same rate could 
have been reduced long before. 

“I cannot subscribe to the theory of 
competitive bidding upon individual risks, 
but I can bring myself to believe that 
with a scientific system of rating based 
on experience, that it will be possible to 
get the margin between the two types 
of companies to a closer point. I hold 
no brief for either stock or mutual com- 
panies. Both have their place in this 
particular picture. The difference should 
be the difference between the cost of 
service rendered by one, and the cost of 


service rendered by the other. A far 
more serious threat to your eventual suc- 
cess in this business comes not from 
the mutual companies, but from the 
competitive practices which have arisen 
among stock company agents and 
brokers. 


Branch’ Offices 

“First of all, let us consider the branch 
office problem. Undoubtedly a company 
has a right to maintain in the field a 
branch office for the service of its policy- 
holders and its agencies, but that branch 
office should never enter into competi- 
tion with its own writers. Two firms of 
stock company brokers, or even a stock 
company group, and a mutual company 
group, have a right to compete among 
themselves to see which one can render 
the most service to the policyholder. The 
companies should not compete against 
their own agents, because after a man 
has spent a life time in building up con- 
fidence among his policyholders, the 
company that has benefitted by this 
should be the last to enter into competi- 
tion with him, and pay to agents and 
brokers who deal directly with the 


branch office, the same or more commis- 
sion than they would pay to a policy- 
writing agent. 

“In other words, the company should 
not discriminate among classes. of 
agents. If the company expects one 
group of agents to render certain serv- 
ices and another group of agents not to 
render such service it should arrange 
the commission difference between the 
two groups, so that the cost of the serv- 
ice will be the measure between the 
commission received by one, and the 
commission received by the other. 

Part-Time Agents 

“The third evil of competition is that 
of the so called part-time agent. The 
legitimate part-time agent has a definite 
place in this business, but I feel I should 
distinguish between him and the part- 
time agent who is the officer of a bank, 
or a corporation, and who attempts to 
write the business of that corporation 
merely to obtain an extra commission 
advantage because of his position. If 
we did that in public office you would 
call it graft. Treasurers of banks have 
many times insisted that persons apply- 
ing for a mortgage, place fire insurance 
through them before approval of a loan. 
This is unfair competition, but the com- 
panies themselves can stop the practice 
by refusing to appoint such persons as 
agents. 

“On the other hand the part-time 
agent who is engaged in some other 
gainful occupation, but who maintains a 
small insurance business on the side, has 
much of my sympathy. I wonder how 
many of you successful agents can think 
back to the time when you wrote your 
first insurance policy. Were you a part- 
time agent, or a full-time agent? Didn't 
someone build your business gradually ? 
If the part-time agent had been barred 
from the field, would it have been pos- 
sible for you to build up your present 
business, Who would write the small 
low-premium group that is expensive to 
produce? Who would write it if we 
didn’t have the part time agent? 

Country-wide Writers 

“The fourth competitive evil comes 
from the out-of-state agency that writes 
a large volume of country-wide busi- 
ness. I cannot see any great objection 
to this type of operation, provided that 
the out-of-state operator does not ob- 
tain company concessions that makes 
his competition against the local agent 
unfair. Of course it is perfectly true 
that great nationwide business organ- 
izations prefer to write all of their in- 
surance through one agéncy. There is 
no particular fault to. find with this 
practice, except when that one agency 
is able to compete in the field against 
our local agents by unfair company com- 
mission conversions made on the basis 
of large premium volume. 

“On the other hand I have viewed 
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Additional stories on the New Eng- 
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on Pages 20, 31 and 3 of this issue. 





with considerable concern certain na- 
tionally known agents who have been 
writing local risks on a nation-wide basis 
by means of an arrangement with a 
company that finances part-time pay- 
ments on commodities. 
Auto Finance Insurance 

“A man goes to his local automobile 
dealer to buy a car; payments are ar- 
ranged; at the time the payments are 
arranged a certain amount of money is 


added for ‘insurance.’ That is all he 
knows about it—oftentimes he doesn’t 
receive a policy. I found in the past 


two months two finance companies that 
did not issue policies, but attempted to 
‘insure’ the financed commodity — by 
means of a fund that they were setting 
up themselves. Still another group 
placed the ‘insurance’ in an unadmitted 
reciprocal. 

“If the buyer of the automobile wishes 
to exercise his own judgment in regard 
to the coverages that he would like to 
obtain, or wishes to exercise his own 
judgment in the choice of an agent, or a 
company, he is not permitted to do so. 
The auto company refuses to finance. 
This, I believe, is illegal. 

“The finance companies say that they 
have an interest to protect—so has the 
car buyer! The operation of successful 
competition in this business and the 
maintenance of a sound American 
Agency System, depends upon freedom 
of contract. There is no freedom of in- 
surance contract today in the business 
of financed commodities. 

“We would not, perhaps, be so greatly 
concerned if these finance companies 
placed this local business, which is de- 
rived from local citizens, through a local 
agent or broker, but they set up a fig- 
urehead agency with a figurehead agent, 
and to my mind divert part of the com- 
missions into the pockets of the finance 
companies themselves. The entire pro- 
cedure of insurance financed commodities 
is so hidden and obscure, that it is prac- 
tically impossible for anyone to deter- 
mine whether the cost is discriminatory 
or not, and in a great many cases it is 
practically impossible to determine in 
what company the insurance is placed. 
This type of financing will have the im- 
mediate attention of my Department in 
the immediate future. 

Unfair Payment of Commissions 

“Every agent is interested in the ques- 
tion of commission and territories. You 
resolve against, declaim against, and fight 
against the graded commission in public, 

(Continued on Page 25) 
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The Philadelphia and suburban de- 
partments of the Franklin Fire held an 
outing at the Overbrook Golf Club near 
Philadelphia, on Monday, June 29, with 
Managers John Glendening and C. Harry 
Smith acting as hosts. President Wilfred 


Vice-Presidents Harold V. 
S. Van Vranken came 
York to attend the af- 


Kurth and 
Smith and R. 
over from New 
fair. 
About 
family” 


“Franklin 
sorts of 


170 members of the 
were present, and all 


sporting events were held. In addition 
to the usual round of golf, a team com- 
posed of married men trounced the sin- 
gle men in a game of soft ball. Other 
groups engaged in tennis, bowling and 
bridge, while some took advantage of 


Present At Franklin Fire Outing, Overbrook Golf Club, Philadelphia 





the arrangements with the Green Hill 
Farms Swimming Club for the use of 
their pool. 

Following the dinner, dancing was en- 
joyed by all present up to the midnight 
hour. 
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HALL oF 
VARIED INDUSTRIES 
& COMMUKICATIONS 
* 
TEXAS CENTENNIAL 
1936 





The Lone Star State celebrates its Centennial of Independence —a brief century of time 
between the heroic defense of the Alamo in 1836 by the first Americans in Texas and the 
brilliant Commemorative Exposition—last word in architecture, art and invention—a miracle 
of progress typically American. 











LOYALTY GROUP 


Firemen’s Insurance Company of Newark, New Jersey — orcamzeo!655 


The Girard Fire & Marine Insurance Co. organizes 1659 Milwaukee Mechanics’ Insurance Company onsawze|652 
The Mechanics Insurance Co. of Philadelphia " 1854 National-Ben Franklin Fire Insurance Co » BAB 
Superior Fire Insurance Company “ 1871 The Concordia Fire Insurance Co of Milwaukee « IB70 
The Metropolitan Casualty Insurance Coof NY « 1874 Commercial Casualty Insurance Company « 1909 


PACIFIC OEPARTMENT 


220 BUSH STREET, SAN FRANCISCO, CAL 


SOUTH-WESTERN OEPT. 


912 COMMERCE STREET. DALLAS. TEXAS 


WESTERN DEPARTMENT EASTERN DEPARTMENT 


844 RUSH STREET CHICAGO. ILLINOIS 10 Park Place 
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Bair Pictures Vital Position of 


Local Agent In Insurance Business 


\ strong defense of the local agent’s 
right to participate to some degree in 
such insurance functions as rate-making, 
underwriting and loss adjustments was 
presented by Kenneth H. Bair, president 
of the National Association of Insurance 
Agents, when addressing the convention 
of the New England Associations at 
Manchester, Vt., on Tuesday. His sub- 
ject was “Economic Independence” and 
he presented to his listeners a picture of 
the local agent’s strong and essential 
position in the conduct of the insurance 


business. The agent, he says, plays a 
role in every development. 
Mr. Bair’s remarks were largely in 


answer, first, to the remarks of two New 

England underwriters who a year ago 
invited agents to stay on their own side 
of the fence and not invade the company 
lot, and, second, to rather unfavorable 
statements made about agents in the new 
book, “Buying Insurance”, written re- 
cently by P. 3etterley, a well-known 
insurance buyer. 

“The rate making machinery, I grant 
you, is a company task,” said Mr. Bair. 
“The companies’ money is at risk, and it 
is their province to employ experts and 
establish rates on a scientific basis. But 
the agent is the man who must sell the 
rates, and unless he is convinced of 
their fairness, he cannot fail unconscious- 
ly to create sales resistance in the mind 
of his client, no matter how hard he 
struggles to overcome it. 

“The same condition applies to under- 
writing. Here, likewise, we are told that 
we are dealing with a company charge, 
that is no concern of ours, Again, I say, 
the machinery of underwriting properly 
vests in the insurance company. But the 
agent has a vital interest at stake, and 
his business suffers equally through un- 
derwriting that is so tight that he cannot 
fulfill his customers’ needs, and through 
lapse of sound underwriting in the clam- 
or for more and more volume, without 
regard to fitness. 

Agents Jealous of Own Independence 

“Just as the companies are jealous of 
their rate making and underwriting pre- 
rogatives, so are we jealous of our own 
independence. The status of an agent 
as an independent contractor recently 
has been established more firmly than 
ever through rulings under the social se- 
curity laws. The agent may say with all 
confidence, that he is beholden to no one 

that his business is his own and he will 
conduct it as he will. The agency 
machinery is indeed his individual con- 
cern. His office management, his sales 
methods, his approach to agency prob- 
lems are his own. 

“But I cannot concede that the results 
are not the concern of the companies he 
represents. The company does have a 
direct, proprietary interest in the con- 
duct of your agency and mine. If our 
offices are run inefficiently, the com- 
panies we represent will suffer. When a 
company grants an agent a certificate of 
authority, it expects an amount of busi- 
ness in keeping with its own capacity 
and with the size and class of population 
of the locali ity. 

“Theoretically, there is a company side 
and an agency side of the fence. Prac- 
tically, unless there is a real partnership 
arrangement and genuine teamwork pre- 
vails, there is little hope for ultimate 
success. 


How Agents Aid Companies 


“It is a matter of serious doubt in my 
mind, whether the company representa- 
tives who would draw the dividing line 
so tightly between company and agency 
fields, would question the propriety of 
urging the agents to take up the com- 
panies’ battles in such matters as threat- 
ened excessive taxation and compulsory 
state funds, and departmental demands 


for rate reductions based on short term 
favorable experience, The companies do 
call on us for assistance in such matters, 
and I think we would be extremely 
short-sighted if we failed to respond, al- 
though, under the meticulous definitions 
sometimes laid down, these are solely 
company problems. 

“We do not want to see any more tax 
burdens placed on our companies, and 
the record of our State Association legis- 
lative committees is testimony that our 
faith is proven by our works. We know 
that any tax is in reality a policyholders’ 
tax, but the public generally does not so 
accept it, and the burden is carried by 
the insurance business through public in- 
dictment of what it considers excessive 
rates. 

“A new threat of additional taxation 
comes from the Insurance Superintend- 
ent of the State of New York,” said Mr. 
Bair, “in his proposal that the insurance 
companies be required by statute to set 
up deposit funds to guarantee the sol- 
vency of all companies. He would em- 
ploy this method to make assurance 
doubly sure—in his own language, ‘in- 
sure insurance’. There are some power- 
ful arguments in favor of this plan. It 
is now in effect in five states on com- 
pensation business. It is an Utopian 
ideal, through which the strong would 
protect the weak, to the end that no 
policyholder would suffer through failure 
of an insurance company. It embodies 
the very essence of insurance, which is 
distribution of the loss. 

“The leading argument against it is 


found in the Superintendent’s own an- 
alysis of the record of the insurance 
companies for the past twenty years. The 
infinitesimal number of insurance com- 
pany failures is a tribute to the sound 
and reliable management of the business 
as a whole without recourse to any so- 
called deposit fund, which, in the final 
analysis, would amount to an additional 
hidden tax in the insurance premium 
which the policyholder must pay. 

“Tt is not difficult to conceive that such 
a law would take away from a large 
number of companies the necessity of 
careful management now practiced.There 
would be no incentive to an agent to sell 
only the best and there would be no 
incentive on the part of the assured care- 
fully to check into the financial standing 
and management of the various insur- 
ance companies. No matter how weak 
or how poorly managed the insurance 
company, the assured would be in no 
danger of any loss under his policy. In 
my mind that takes away individual in- 
itiative and responsibility and is certain- 
ly un-American. 

“The agent, primarily, would not suf- 
fer under such a plan—it is the policy- 
holder who would be penalized, and the 
companies which would bear the brunt 
of public disfavor. A company matter, 
you say? I say it is an insurance mat- 
ter the business must face as a unit. 

The Agent and Loss Adjustments 

“There is another component of our 
business, the most vital of all, in which 
agents have been told on more than one 
occasion, to keep hands off—adjustment 
of losses. The essence of the insurance 
contract is the payment of losses. The 
only thing the agent has to sell is the 
loss paying ability of his company, and 
its fairness in living up to its contract. 

“There are men in company ranks who 
do not hesitate to say that the agent 





Shaw On Excess Commissions, Auto 
Finance and Buyers’ Organizations 


A review of outstanding insurance de- 
velopments in New England and else- 
where in the country during the last 
year was presented Tuesday to the an- 
nual meeting of the New England Asso- 
ciation of Insurance Agents at the Hotel 
Equinox, Manchester, Vt., by Fred R. 
Smith of Haverhill, Mass., chairman of 
the New England Advisory Board. Ex- 
plaining at the outset of his address the 
formation and purposes of the advisory 
board, he said: 

Sack in the early months of 1920, 
the presidents and secretaries of the 
six New England state associations were 
asked to attend a meeting in Boston 
to discuss the advisability of employing 
a field secretary, who could devote his 
entire time and energy to the organiza- 
tion and insurance needs of the six New 
England associations. 

“At that meeting it was apparent that 
the several associations were not in posi- 
tion financially to take on any additional 
expense, consequently no field secretary 
was engaged. 

“Because New England was so situ- 
ated geographically that meetings could 
be easily called for the purpose of dis- 
cussing insurance problems common to 
the six states, it seemed advisable to 
effect a permanent organization to be 
known as the New England Advisory 
Board, it being definitely understood that 
the board should act only in an advisory 
capacity and that it should not attempt 
to exercise authority over any of the 
state associations. 

W. S. Shaw First Chairman 

“Your present secretary, Warren S. 
Shaw, was selected as the first chairman 
of the board. Its membership consists of 
the presidents, secretaries, chairmen of 
the executive committees and the na- 
tional councillors of the six state asso- 


ciations, together with the ex-chairmen 
of the board. 

“The New England Advisory Board, 
unique in that it is the only organiza- 
tion of its kind in the country, holds an 
envious position in the National Asso- 
cation. It stands only for the mainte- 
nance of high standards and_ ethical 
practices in the insurance business. 

“Since 1922 the board has sponsored 
these mid-summer meetings and I am 
sure that those who have attended in 
previous years have taken away with 
them some constructive thoughts and 
the pleasant memories of many delight- 
ful friendships formed.” 


Excess Commissions 

Referring to the perennial problem of 
overhead writing and the payment of 
excess commissions by agents and gen- 
eral agents in excepted cities, Mr. Smith 
said: 

“During the past few months the con- 
ference committee of the Massachusetts 
Association held many meetings with va- 
rious committees of the Boston Board 
and I am happy indeed to report that 
its efforts have not been in vain. 

“T have before me a letter from the 
president of the Boston Board addressed 
to the secretary of the Massachusetts 
Association of Insurance Agents, in 
which he advises ‘That at a meeting of 
the Boston Board of Fire Underwriters, 
Inc., held June 9, 1936, the report of 
the conference committee relative to 
commissions, considered with the com- 
mittee of the Massachusetts Association 
of Insurance Agents, was presented as 
a recommendation of the executive com- 
mittee fer adoption of the following 
items:’ (items intentionally omitted by 


the writer). 
“It may be possible to give you the 
(Continued on Page 23) 
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should keep hands off in loss adjust- 
ments. How would that work? You sell 
your client an insurance policy, and de- 
clare to him that in case of loss he will 
recover. You explain to him the stand- 
ing of the company, and its record of 
honorable performance in payment of its 
just losses. He places his trust in you, 
The loss comes. Would you be willing to 
say to him: ‘I sold you the policy, but ] 
cannot stand by and see that your in- 
terests are served. I hope the company 
will treat you fairly, but I, as an agent, 
must retire, and take no part in the set- 
tlement of your loss.” How long would 
you retain the goodwill of your customer 
under such treatment? How could you 
hope to continue to write his business ? 

“Then there is the other side of the 
picture. When you place your company’s 
funds at risk, the company expects you 
to vouch for the man for whom you 
wrote the policy. You have, in effect, 
placed the stamp of approval on this 
man, and when the loss comes and the 
claim is made, I sincerely believe it is 
your duty to see that the adjustment is 
reasonable and honest. 

“The most efficient company adjuster 
could not hope to have knowledge of the 
background and antecedents of your cus- 
tomer. If he is in financial or personal 
difficulties, and may be tempted to shade 
the claim beyond the point that condi- 
tions warrant, your company has a right 
to be appraised of the facts. All the 
claims in the world that loss adjusting 
is strictly a company charge, cannot per- 
suade me that the dual responsibility of 
the agent to company and client does not 
reach its peak in adjudication of losses. 

“The functions of a good insurance 
agent are just as much, if not more, to 
see that the claims of his clients are 
properly adjusted as to see that the risk 
is properly written. In my own office in 
a period of over fifty years we have 
never had a contested claim and there 
has never been a loss of any importance 
in which a representative of the office 
did not sit in on the adjustment. I there- 
fore believe that every fair-minded com- 
pany official as well as practically every 
policyholder is far better satisfied when 
the agent (provided he is one worthy of 
the name) cooperates in loss adjustments. 

Insurance Buyers Groups 

“We cannot, we should not, try to 
laugh off this insurance buyers’ move- 
ment. It is growing, undoubtedly, and 
one can deny the right of these men who 
are in charge of the insurance affairs of 
their corporations to organize and to 
take all possible steps to secure for their 
firms the forms of coverage best fitted 
for their needs, at a rate that is fair. 
Some of the groups maintain cordial re- 
lationship with the National Association, 
and look to us to work with them. We 
should not hesitate to place at their dis- 
posal our full resources of knowledge 
and research, and extend them all possi- 
ble aid in their activities. 

“That is not inconsistent with our 
position as representatives of company 
and assured. But we do object to the 
theory propounded by Mr. Betterley that 
individual selling is subservient to mass 
buying. He would transfer your position 
as insurance advisers to a limited group 
of ‘insurance consultants’. It is only one 
industrial organization out of thousands 
which has at its disposal a professional 
insurance buyer. Every busines concern, 
every home owner, has in the immediate 
neighborhood, a competent insurance 
agent who in deed and in truth is an 
‘insurance consultant’. 

“Here again we have what admittedly 
is a company duty, the appointment of 
its own agents, but who can deny that 
every agent in the community is in- 
volved when an incompetent agent 1s 
appointed? Immediately, it becomes the 
business of all agents. That is why we 
have found it necessary to set up local 
boards in all of our principal commun- 
ities, and why we have deemed it es- 
sential that the states adopt adequate 
licensing laws.” 
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FIRE ASSOCIATION CHANGE 





State Agent Wiened Called to Head 
Office; Ohio Field Rearranged; 
Two Made State Agents 
President Otho E. Lane of the Fire 
Association Group announces that Ohio 
State Agent R. S. Winnard will shortly 
take up administrative duties at the head 
office in Philadelphia. Mr. Winnard is 
well equipped for his enlarged responsi- 
bilities, having served the insurance busi- 
ness in various capacities since joining 
the Ohio Inspection Bureau in October, 
1911—finally joining up with the Fire 
Association as special agent in 1924, 
which position he has held with credit 

resulting in his recent recognition. 

The Ohio field is being rearranged. 
George L. Coates becomes state agent 
for the group in northeastern Ohio with 
headquarters at Cleveland, and Charles 
N. French, heretofore associated with 
Mr. Winnard, becomes state agent for 
western Ohio, with headquarters at Col- 
umbus. The southeastern counties of the 
state will remain under the supervision 
of State Agent Charles E. Hutchinson, 
who headquarters at Parkersburg, West 
Virginia. 


Shaw Report 


(Continued from Page 22) 


report in full before the convention is 
over, but I feel that I should not now 
make public the items in question until 
the report has been presented to the 
committee of the Massachu- 
setts Association for its action. I can 
say, however, that the Boston Board 
voted to adopt the recommendations of 
its executive committee, and that the 
Massachusetts Association can feel just- 
ly proud of the work done by its con- 
ference committee.’ 

Touching on the proposal before the 
National Association for elimination of 
the national councillor system and sub- 
stitution therefor of a large board of 
directors, Mr, Smith said: 

“It is my belief that the present coun- 
cillor system is rapidly being developed 
into one of real usefulness and impor- 
tance and should be continued. I should 
certainly hesitate to make any change 
until some better plan may be devised.” 

Retrospective Rating Plan 

“I think it is generally conceded that 
the retrospective rating plan for com- 
pensation risks in its present form is not 
perfect and that experience will show 
some defects and call for modifications, 
however, it carries the argument that 
the individual policyholder himself will 
stand on the basis of his own experi- 
ence, which should provide an incen- 
tive to produce a much better experience, 
with a consequent lower premium for 
him to pay.” 

Automobile Finance Companies 

“A year ago I strongly urged the 
agency forces to rouse themselves to 
fight for a return of the automobile busi- 
ness now handled by the finance compa- 





executive 


nies. I then said and again reiterate 
that the rules of the National Automo- 
bile Underwriters Association, which 


permit the writing of financed automo- 
biles in companies without recognition 
of the local agent, are unsound, dis- 
criminatory and not in line with the ac- 
cepted method of writing insurance 
through agency channels. 

“One of the fundamental principles of 
the National Association of Insurance 
Agents to which most of the fire compa- 
nies have subscribed is non-overhead 
writing. Surely then, direct contracts 
with automobile finance companies are 
flagrant violations of this principle and 
Should be discontinued. 

“Without question the subject is a 
highly controversial one. The compa- 
nies are asked to deal with the finance 
companies on a wholesale basis, con- 
tending that unless contracts are en- 
tered into that the business will go to 
non-organization companies. The agents 
on the other hand hold that the insur-- 
ance companies, in making these con- 
tracts with the finance companies, de- 
Prive them of their rightful commission 
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and that their actions cannot be justi- 
fied. 

“There seems to be a desire at the 
present time on the part of the National 
Automobile Underwriters Association to 
cooperate with the agents. A conference 
has already been held with a committee 
from the National Association and while 
no definite program has been agreed 
upon, there seems to be a decided ef- 
fort on both sides to reach a satisfac- 
tory understanding, whereby workable 
plans will be developed, which will aid 
the producer to hold and enlarge his 
individual automobile business, as well as 
to equip the companies and agents to 
meet the legitimate demands of the 
finence companies. 

“The same committees will meet again 
in the near future, at which time I hope 
that definite steps will be taken to bring 
about the return to the agents of the 
business now handled by the finance 
companies. 


Lawyers and Surety Bonds 


“Many of the surety companies have 
been for years and are at the present 
time appointing lawyers as their attor- 
neys-in-fact to execute surety bonds. 
Lawyers, now-a-days are getting just a 
bit particular as to who invade their 
sacred precincts, especially in the matter 


of bill collecting, and I see no good rea- 
son why we insurance men should not 
be equally particular as to who shall 
write surety bonds. 

“The Southern agents conference at 
the mid-year meeting at Atlanta passed 
a resolution condemning the practice of 
lawyer appointments and calling upon 
the surety committee of the National 
Association to request the surety com- 
panies to discontinue such appointments. 

“If success is to be obtained we must 
get behind the movement and push until 
our goal is reached. 


Insurance Buyer Organizations and 


the Qualified Agent 


“We are hearing much today of insur- 
ance buyers and _ their organizations. 
Many agents are heartily in favor of 
the formation of buyers’ conferences, 
while others are viewing the cooperative 
movement on the part of buyers with 
uneasiness, fearing that the welfare of 
the insurance producer may be threat- 
ened. 

“The insurance needs of modern in- 
dustry are far different than they were 
even ten years ago. Coverages are com- 
plicated and it becomes necessary for 
those buyers, charged with the placing 
of insurance for their firms, to keep 
abreast of the times. They must seek 





information and enlightenment on many 
of their problems and will therefore nat 
urally turn to the qualified agent for 
instruction and advice. 

“In using the term ‘qualified agent’ 
| mean one who knows insurance, who 
had made a thorough study of his pro- 
fession, resulting in a splendid working 
knowledge of insurance contracts and 
how to apply them; one who can care- 
fully analyze and anticipate the needs 
of his assured; one who is progressive, 
keeping step at all times with the rap- 
idly changing conditions, and lastly one 
who must at all times have the utmost 
confidence of the buyer. 

“For the agent possessing these quali- 
fications there need be no fear of re- 
placement by the insurance buyer. 

“IT am pleased to note that New Eng- 
land has made a net increase of forty- 
five members during the past year and 
as of June 1 had a total membership of 
1,209, which is approximately one-tenth 
of the entire membership of the National 
Association,” 

AMERICAN RESERVE “DIVIDEND 

Directors of the American Reserve, of 
New York, at their regular meeting last 
week, declared a dividend of fifty cents 
a share, payable August 1, to stock- 
holders of record July 15. 
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Outline of Insurance Brokers’ 


Qualification Course This Fall 


The Insurance Society of New York 
has issued a detailed outline for the in- 
brokers qualification course for 
New York 
from September 9 to 


Surance 


the State of which will be 
given this 
December 28. The 
$35 for members of the 


with 


year 
course 
Society 


cost of the 
will be 


and $40 for non-members, lectures 


being delivered in the auditorium of the 
Travelers at 55 John Street. Arthur ( 
Goerlich of Bronx Insurance Men’s As- 


sociation is chairman of the committee 
and Walter J. Mosenthal, Insurance 
Brokers’ Association of New York, Inc., 
is vice-chairman. Other members of the 
committee, representing the five local 
brokers’ association and also the national 
association, are Thomas W. Buckley, H. 


Lester Heistad, Jacob L. Schneider, 
Leonard Jacobs, Harry K. Weiss, Samuel 
D. Rosan, Moe Werbelovsky, ( “lement a 
Despard, W. Warren Ellis and Julian 
Lucas. 

The purpose of the course is to edu- 


cate in the fundamentals of insurance 
those who desire to take examinations 
for insurance brokers’ licenses in New 
York State and the course is shaped to 
conform with requirements of the brok- 
ers’ qualification law. The course con- 
sists of eig rhty- four hours of instruction 
in forty-two sessions of two-hour peri- 
ods, and three examinations of two hours 
each. In order to complete the course 
satisfactorily each student must pass 


each examination with a mark of not 
less than 65% and attend at least 90% 
of the scheduled lecture sessions. An 
outline of the course follows: 


Subjects and Lecturers 

Lectures 1 and 2: 

course, state supervision, 
Goerlich & Goerlich. 

Lecture 3; law of contract, Carl J. Stephen, 

manager, New York branch office, casualty divi 


scope of the 


purpose and 
Goerlich of 


Arthur C 


sion, Loyalty Group. 

Lectures 4, 5, 6 and 7; the New York Stan- 
dard Fire Policy, Paul J. Kennedy of Paul J. 
Kennedy Co. 

Lectures 8 and 9: forms, clauses and endorse- 
ments, Mr. Kennedy. 

Lecture 10: side lines, Mr. Kennedy 

Lecture 11: fire loss adjustments, Mr. Ken 
nedy. 

Lecture 12: the risk, W. Warren Ellis, execu 


tive secretary, National Association of Insurance 


Brokers. 


Lectures 13 and 14: insurers, Mr. Ellis. 
October 14: examination. 

Lecture 16: law of negligence, Mr. Stephen. 
Lectures 17 and 18: automobile fire, theft, col 


lision, damage, Mr. Goer 
lich. 

Lectures 19 and 20: miscellaneous public and 
contingent liability, property damage and con 
tractual liability, Mr. Goerlich. 

Lecture 21: workmen’s compensation, Mr. 
“tits 

Lecture 22: burglary insurance, Mr. 

Lecture 23: aviation insurance and 
laneous casualty lines, Mr. Goerlich. 

Lectures 24, 25 and 26: surety, John C 


liability and property 


Goerlich. 
miscel 


Brod 


sky, assistant resident metropolitan 
office, Fidelity & Casualty. 

Lecture 27: accident and health insurance, Mr, 
Goerlich. 

Lectures 28 and 29: 
Ingraham, manager, claim 
Casualty & Surety. 

Lecture 30: life insurance, Leroy N. 
law, field instructor, The Prudential. 

November 23: examination. 

Lecture 32: life insurance, Mr. Whitelaw. 

Lectures 33, 34 and 35: inland marine insur- 
ance, Mr. Goerlich. 

Lecture 36: marine insurance, Mr. Goerlich. 

Lecture 37: theory of rate- making, Joseph J. 
Magrath, chief of the rating division a the 
New York Insurance Department. 

Lectures 38 and 39: production, Mitchel Thor- 
sen of Thorsen & Ritchie, Inc., Mr. Ellis, Louis 
J. Rice of Hagedorn & Co., and R. P. Dorland 
of Davis, Dorland & Co. 

Lecture 40: insurance 


manager, 


claim adjustments, Lee 
department, Aetna 


White- 


from the client’s view- 
point, Ernest L. Clark, manager, insurance de- 
partment, J. C. Penney Co., and company state- 
ments and accounts, R. P. Stockham, secretary, 
North British & Mercantile. 

Lecture 41: law and the insurance broker, Mr. 
Stephan. 

Lecture 42: the broker at work, Mr. Goerlich. 

Lecture 43: the broker at work and practical 
application of rates, Mr. Goerlich. 

Caaue 44: the broker and the state depart- 
ment, Joseph F. Lawler, principal examiner of 
the brokers’ bureau, New York Insurance De- 
partment, 


December 28: examination. 





New Hampshire Appoints 


Perrin for Inland Marine 


W. L. Perrin & Son, 75 Maiden Lane, 
one of the largest agencies in New York 
City, has been named by the New Hamp- 
shire Fire as metropolitan agents to write 
all forms of inland marine and floater 
insurance. The agency has represented 
the company for fire insurance for some 
years. By the new appointment the fa- 
cilities of the Perrin agency are enlarged 
considerably. The agency will continue 
to represent the Agricultural for inland 
and floater lines, this connection having 
been in existence for many years. E. A. 
Copeland is manager of the agency’s ma- 
rine department and C. R. Ebert is ma- 
rine solicitor. The new appointment in 
no way affects the general agency ap- 
pointment which Alan H. Bonito & Co., 
80 John Street, hold from the New 
Hampshire. 

The Perrin organization, comprising 
W. L. Perrin & Son and associated agen- 
cies, writes all lines of insurance, includ- 
ing life, and have country-wide binding 
facilities. 





PASS QUALIFICATION TESTS 


Thirty-eight candidates for insurance 
brokers’ licenses passed the qualification 
examination conducted by oe New York 
Insurance Department in New York City 
on June 15. On the same day twenty- 
four applicants for agents’ licenses quali- 
fied. 





Expedient Service to Brokers— 


Nathan H. Weil. Ine. 


Writing: 

FIRE 
CASUALTY 
FIRE & THEFT 
INLAND MARINE 


501—Sth Ave., 


UNDERWRITERS 
corner 42nd St. 
MUrray Hill 2-6412 
Serving Brokers Since 1910 








Manhattan-Bronx Ag’cy 
Appointment Announced 


BY IMPORTERS & EXPORTERS 


Peerless Agency, Inc., Headed by Jack 
Trupin, Named; Also Has Suburban 


Representation 


The Importers & Exporters, under the 
management of Corroon & Reynolds, 
Inc., has resumed the writing of direct 
fire business in the New York State ter- 
ritory. The Manhattan and Bronx and 
the head suburban representation 


been placed with the Peerless 
Inc., 505 Fifth Avenue. 

_Jack Trupin is the head of this new 
city agency organization. Prior to go- 
ing out for himself three years or so 
ago he was associated with his brothers 
in the Trupin Agency, Inc., prominent 
Bronx concern. 


has 
Agency, 





ASSURED LOSES APPEAL IN N. Y. 

The Appellate Division of the New 
York Supreme Court recently 
missed an appeal in the case of Prever 
against the Equitable Fire & Marine 
and Niagara Fire in which the lower 
court held that the execution and re- 
cording of a chattel mortgage, even 
though it may have been void, increased 
the moral hazard under a fire policy 
and consequently there could be no re- 
covery for damages to property which 


dis- 


was intended to be embraced within 
the chattel mortgage. Justice Hof- 
stadter, in giving the original decision 


in the Supreme Court, would not regard 
certain contentions of the assured and 
held that regardless of whether the 
mortgage was void and unenforcible it 
existed in fact and consequently con- 
stituted an increase in the moral hazard. 





JOINS BROOKLYN AGENCY 

Joseph E. Courtade has joined the 
3rooklyn Underwriting Agency, Inc., 26 
Court Street, in charge of its casualty 
department. For the past year he was 
casualty underwriter for Frank W. Eck- 
els and peviously was for seven and a 
half years with the Norwich Union In- 
demnity, being assistant underwriter for 
liability and compensation lines in its 
metropolitan division. 

The Brooklyn Underwriting Agency, 
Inc., recently became borough agents for 
the Metropolitan Casualty. Emanuel 
Stein is president of the agency. 


Mainly Personal 


William F. Stanz, head of his own 
agency at 189 Montague Street, Brook- 
lyn, and chairman of the executive com- 
mittee of the Brooklyn Fire Agents As- 
sociation, will spend from July 12 to 
29 at Camp Smith, Peekskill, N.Y. Mr. 
Stanz_ holds the rank of copes in Ser- 
vice Company, 14th Infantry, N. Y. Na- 
tional Guard. He has spent a g Be A 
at camp each year since 1921. He has 
been a member of the National Guard 
since 1918 and holds both the state and 
regiment fifteen-year se service medals. 





Miss Carol E. Slates secretary of 
Nicholas Leith & Co., Inc., Brooklyn 
agency, entertained twenty- five friends 
at her home at Huntington, L. I., Satur- 
day a week ago. Her guests included 
Misses Dorothy Brady and Gertrude 
Becker of Andrews & Evans, Helen 
Metzger of Mount & Rilling, Inc., and 
Madeline Brady of Pendleton & Pen- 
dleton, Inc. 

* * * 

Leo V. Doherty, insurance broker of 
391 Fulton Street, Brooklyn, sailed re- 
cently on the Berengaria for a six weeks’ 
tour of Europe. 

* 

E. W. a of the General 
Schuyler Fire returned this week from 
a Nova Scotia cruise aboard the Hansa. 





Auletta & Dicker Add 
To Auto Facilities 


APPOINTED BY DETROIT F. & M. 
Agency Has Developed Large Volume 


of Automobile Business; Also Writes 


Fire and Allied Lines 


With the addition of the Detroit Fire 
& Marine to their automobile depart- 
ment the Brooklyn agency of Aulctta 
& Dicker, Inc., 191 Joralemon Street, 
now represents three companies for this 
class of business, the other two carriers 
being the Atlas and the Pacific National, 
for which they are also general agents. 

Originally writing Brooklyn and sub- 
urban fire and allied risks only, this 
agency started to develop automobile 
business a few years ago. Making a 
feature of servicing this class, a sub- 
stantial volume has been built up and 
at the same time the regular fire de- 
partment has benefited by the additional 
brokers brought in through the develop- 
ment of the automobile division. 

The Detroit Fire & Marine, 
the agency for automobile 
been represented fire-wise by Auletta 
& Dicker, Inc., for several years. Other 
companies represented for fire are the 
Globe & Republic, Pacific National, 
Michigan Fire & Marine and the Sussex. 

S. L. Auletta and David Dicker are 
the members of the agency, which will 
round out its seventh year in November. 


now in 
lines, has 





Joseph Golub Agency’ s 31st 
Anniversary This Month 


JOSEPH GOLUB 
Having been established in July, 1905, 
the Joseph Golub Agency, 151 Remsen 


rounds out thirty-one 
years in business this month. Previously 
in charge of the insurance department 
of a private bank in Brooklyn, Mr. Golub 
during the first few months in business 
for himself operated without an assist- 
ant, the volume of business not warrant- 
ing one. From this modest beginning 
the agency has grown to be one of the 
largest in Brooklyn. 

Associated with Mr. Golub in the 
agency is his son, Bert, who after having 
gained insurance experience in the met- 
ropolitan office of the Commercial Union, 
joined his father in the agency about 
nine years ago. 


Street, Brooklyn, 





13 PASS PRODUCERS’ TESTS 

Twelve candidates for insurance agents’ 
licenses and one applicant for a broker’s 
license passed the qualification tests of 
the New York Insurance Department 
held July 1 at Albany. 





S. LANDAU WITH ECKELS 
Sidney Landau has joined the staff 
of Frank W. Eckels, insurance agency 

at 185 Montague Street, Brooklyn. 
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New England Agents’ Meeting 


(Continued from Page 20) 


but a private examination of the books 
of the companies indicate that many of 
you have accepted them. Tomorrow you 
will discuss the retrospective rating plan, 
yet I wonder if you realize that every 
time you request your local rating board 
to re-rate a target risk on the basis of 
recent good experience, that you are 
recognizing the basic principle of the 
retrospective plans. 

“T have always expressed myself free- 
ly in regard to uniform commissions. It 
is impossible to pay the same rate of 
commission to everybody in the business. 
There should be some difference. How- 
ever, the practice which allows an agent 
in the big city to go into one of our 
smaller communities and pay a rate of 
commission to a non - policy - writing 
agent, which is equal to the commission 
that the companies pay to the local 
policy-writing-agent rendering service is 
a condition which is intolerable to fair- 
minded business men. I do not object 
to the payment of fair commission in 
excepted territory, but I do feel that the 
expansion of free writing that we have 
seen in recent years will in time react 
against the business as a whole. 

“Territorial limitations must be re- 
spected and the subterfuge of entering 
a ‘fleet member’ in one city of the state, 
and allowing the agent in that city to 
write freely all over the state, is just 
another way of avoiding the contraction- 
al relationship between the company and 
its agents.” 

Those at Banquet Head Table 

Chairman Smith trotted out the head 
table personalities for a bow and the 
following were given a good hand: John 
E. Sullivan, Commissioner of New 
Hampshire; Edward M. Allen, executive 
vice-president, National Surety Corpo- 
ration, and past president of the Na- 
tional Association; J. W. Rose, secre- 
tary, New York State Association; Leon 
Helson, president, Maine Association; 





WILLIAM D. GRIER DIES 





Head of Improved Risk Department of 
North British an Authority on 
Many Special Hazards 
A high mass of requiem was offered 
morning at St. Catherine’s 
Church in Elizabeth, N. J., for William 
Douglas Grier, secretary of the North 
sritish & Mercantile in charge of the 
improved risk department of the fleet, 
who died last Saturday morning at the 
Elizabeth General Hospital. Interment 
was at Glens Falls, N. Y. Mr. Grier, 
who was 65 years old, was operated on 
early last week. Surviving him are his 
widow and three sons, William M., Dan- 

iel J.. and Edward*F. Grier. 

Joining the North British & Mercan- 
tile about thirty-five years ago as a 
junior engineer Mr. Grier became an 
authority on the underwriting of special 
hazards and sprinklered risks. He had 
a full knowledge of chemistry and was 
an experienced engineer. He was active 
in numerous company organizations, in- 
cluding the Sprinkler Leakage Confer- 
ence, of which he was president in 1927; 
the Underwriters Service Association, 
the Factory Insurance Association, the 
Western Factory Insurance Association, 
the Underwriters Bureau of New Eng- 
land and the old Underwriters Bureau 
of the Middle and Southern States. 

A writer of many articles on technical 
subjects he was also the author of a 
book on fire protection. He was a mem- 
ber of the American Chemical Society 
and of the New Jersey Chemical Society 
and a fellow of the Royal Microscopic 
Society and of the Royal Society of 
Arts and Manufactures of London. Mr. 
Grier’s hobby for many years was cam- 
eras and microscopes. During the Span- 
ish-American War he served in the 
United States Navy. 

Mr. Grier was particularly interested 
in the development of microscopic sci- 


Tuesday 





C. K. Steele, president, Massachusetts 
Association; W. S. Shaw, secretary- 
treasurer, New England Advisory Board; 
Arthur Nelson, president, New Hamp- 
shire Association; Thomas Sturgess, 
president, Connecticut Association ; 
Howard P. Dunham, vice-president, 
American Surety and ex-commissioner 
of Connecticut ; Tom Cheney, past chair- 
man, New England Advisory Board, and 
Ralph Sweetland, secretary, New Eng- 
land Insurance Exchange. 

John W. Wright of Scotia, N. Y., gave 
an interesting . talk on “Cry Babies—Can 
We Take It?” which sparkled with wit 
and humor and well told stories. 

Bair on Palmer Rate Order 

Kenneth H. Bair, president of the Na- 
tional Association, stepped out of his set 
speech today when he referred to the 
recent order of Commissioner Ernest 
Palmer for a 10% cut in fire insurance 

rates in Illinois, which he said some 
agents and companies felt was done in 
spite because of the companies’ opposi- 
tion to the insurance code proposed by 
Palmer. President Bair said that he 
firmly believed that if the companies and 
agents could have had a conference with 
Palmer that a code could have been 
worked out satisfactory to all. He said 
it was unfortunate that in matters of 
proposed insurance legislation the com- 
panies have not always taken a stand of 
constructive criticism, but rather their 
attitude was generally one of opposition. 
They have not gotten together to pro- 
duce constructive legislation. 

Theodore W. Gunn of the New Hamp- 
shire Board of Fire Underwriters con- 
cluded the morning program with a 
demonstration on fire prevention meth- 
ods, which called into play a large 
amount of equipment, including chemi- 
cals, gasolene, dust containers, acids, and 
a miniature house. 

Tuesday afternoon was devoted to golf 
and bridge, with an entertainment and 
the awarding of prizes after dinner. 





ence, and, with powerful lenses, would 
make unusual pictures, including both 
natural scenes and building materials. He 
frequently lectured before Elizabeth or- 
ganizations. Mr. Grier pursued his stud- 
ies in his home where he had a fully 
equipped studio. 





ASBURY PARK AGENCY OFFICERS 

The real estate and insurance agency 
of the late George W. Pittenger of 
Asbury Park, N. J., established in 1904, 
will be continued under the title of 
George W. Pittenger, Inc., by his two 
sons, Horace B. Pittenger, president, and 
Robert A. Pittenger, vice-president, with 
Alice A. Jeffrey as secretary and treas- 
urer. 





NORTHERN, N. Y., DIVIDENDS 

Directors of the Northern of New 
York have declared a dividend of $1.50 
a share and an extra dividend of 50 
cents a share, both payable July 30 to 
stockholders of record July 20. 





EAGLE, STAR CAPITAL INCREASE 

Some weeks ago an extraordinary gen- 
eral meeting of the Eagle, Star & British 
Dominions at the home office in London 
authorized an increase of 144,044 three 
pound shares bringing the authorized 
capital up to 5,500,000. Thereafter the 
directors voted to issue 66.919 of these 
new shares, which would bring the paid- 
up capital of the company to 3,188,439. 
The price at which the new shares were 
issued was substantially lower than the 
market price, which produced an appreci- 
able bonus to the ordinary shareholders. 
An amendment to its certificate of au- 
thority has now been filed with each 
state showing this change in the capi- 
tal structure of the company. 

ENTERS CANADA 

The Baltimore American has entered 
the Canadian field. Fred W. Evans of 
Montreal is chief agent for Canada. 
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Lou Matthews, that grand old man of 
the Loyalty Group travelling forces, has 
become a grandfather, according to news 
supplied in the letter 
feel deeply complimented by his advices, 
as only to one’s friends does one impart 


which follows. I 


the joys and sorrows of life. Here is 
what he writes me: 

“Dear Ed: 1 am very happy to advise 
you that I am the proud and happy 
vranddad of a fine 634 pound grandson 


who entered the world in the usual way, 
nothing on. Baby daughter went through 
the ordeal like a little major and our 
doctor and nurse are very proud of her. 

“Of course you can imagine readily 
how grandpap feels. Saw the little one 
for a second and I told the nurse he 
looked something like me as the baby 
told me so. She said I didn’t hear him 
say anything so I told her he didn’t give 
away any state secrets, that is insurance 
secrets. I am very happy that daughter 
and son are doing so well. 

“Ed, it is really a wonderful feeling to 
be a granddaddy and to think my baby 
was the first one to come across. The 
Irish always come across some way or 
another and I am Irish.” 

* ¥ * 
A Diplomatic Victory 

Recently | happened to enter a man- 
ufacturing plant on an inspection trip, 
and unluckily was ushered into the office 
while the two partners were swearing 
and making faces at each other. Then 
they both turned on me with sour taces 
and glared at me, presumably glad to 
find someone to vent their feelings on. 
| kept silent and told them my mission 
politely and respectfully, and then smil- 
pagly asked them whether they were 
“mad” at me, because they seemed to be 
“mad” at each other. It took them off 
their guard and they smiled in return, 
apologizing in a way. It shows how 
people like this can be “tamed,” some 
way or other. Thev asked me after | 
had made my inspection to call again 
soon when out their way. 

* * * 

Heaven Comes in Pullman Form 

Not long ago in the northern part of 
New York, after I had travelled on a 
side jerkwater line in a “jitney” car 
(gasoline power passenger car) I arrived 
at Philadelphia, N. Y., on the main line. 
It was cold and snowy, and as train 
pulled in, I saw a sleeper attached. It 
meant warmth and comfort to me, but 
the Pullman porter, not thinking anyone 
would get on there, finally opened up 
the door and inquired whether I wanted 
a seat in his car. “I never wanted any- 
thing more in my life than to get into 
your car just now.” 

Those who never travelled in northern 
New York in winter, or waited at junc- 
tions for a good train in that wintry 
bleakness, will realize what such an epi- 
sode means when cold and hungry and 
tired out. It happened to be about 30 
degrees below — with a cutting wind 
umes from the Great Lakes down the 

. Lawrence Valley. Swivel chair warm- 
me in offices wouldn’t believe it anyway. 

¥ * * 


“Good-Bye, Forever” 
Good-bye hand holders and_ kissers 
who stay on trains to the last moment 
have become such a nuisance to the rail- 
roads that they will no longer stop a 
train to let them out if they overstay. 
Recently several youngsters, who had 


TALES of the ROAD 
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to stay to the last moment to kiss their 
sweethearts or wives were carried from 
Binghamton to Scranton, as the con- 
ductors would not stop the train in the 
yards to let them out. They make every- 
body on the train uncomfortable and 
should not be permitted to linger on 
trains. To see them act you'd think 
their dear ones were going to China or 
Europe or away forever, while usually 
they are going no further than a few 
hundred miles, to return shortly. 
* * * 


An Eyesore at Rome, N. Y. 

At Rome, N. Y., at the new New York 
Central station, the railroad tracks hav- 
ing been shifted from the downtown sec- 
tion of the city to outside, there is a 
large automobile graveyard right oppo- 
site the new station. A stranger coming 
to town would not be favorably impress- 
ed by the scene. The railroad authori- 
ties have been trying to do something 
about it. I understand that an English- 


man travelling this way and making 
notes wrote as follows: “Rome, New 
York: One-tenth of all copper wire in 


the United States is made at Rome, New 
York, as per illuminated sign on one 
side of railroad station, but I observe 
that it must also be the largest deposi- 
tory of dead auto cars in New York 
State, judging from the immense tract 
on the other side of the tracks.” 
* a 
“Serves You Right” 

I saw this sign on the lower side of 
a laundry delivery wagon somewhere up- 
state: “Serves you right,” which is 
prominently displayed to catch the eye 
firm’s 


first and then catch the name 
above. 
N. H. BOARD OFFICER 
David J. Flanders, engineer for the 


New Hampshire Board of Underwriters 
since 1928, has been appointed acting 
secretary of the board. He succeeds the 
late Louis Clarner, Jr., who died last 
May after nearly twenty years with the 
board. 











BLOSSOM BACK FROM CALIF. 


Fred S. James & Co. ¢ Officer Comments 
on Conditions in West and on E. C. 
Fox of Cravens, Dargan & Fox 
George W. Blossom, who has just re- 
turned to Chicago from California after 
a six months’ stay, instead of the usual 
four months, at his desk in the Fred 
S. James & Co. office, told The Eastern 
Underwriter that “the insurance people 
out in the Golden State seem to be dis- 
turbed about the rate situation and the 
growing competition from outside. I do 
feel, however, that those in control of 
the situation in that state are able men. 
They confidently expect to be able to 

work out of it. 

“It naturally interests me,” said Mr. 
Blossom, “to learn that E. C. Fox of 
Cravens, Dargan & Fox, now represent- 
ing Fred S. James & Co., on the coast, 
was elected president of the California 
Association of Insurance General Agents 
last week as successor to R. L. Ellis, 
formerly with Rolph, Landis & Ellis, 
recently resigned from both connections 


Mr. Fox, 


to join the Fireman’s Fund. 
who used to head our San Francisco 
office before we assigned the duties to 


Cravens, Dargan & Fox, general agents, 
is an experienced and distinguished lead- 
er in all insurance affairs and his knowl- 
edge will be at the command of any and 
all organizations likely to seek his advice. 

“Here in Chicago, Fred S. James & Co. 
have re-inforced the organization since 
the beginning of the present year, by 
taking in some active young men, and 
in a general way our business is going 
on very satisfactorily,’ concluded Mr. 
Blossom. 


N.. J. AGENTS’ CONVENTION 

The New Jersey Association of Under- 
writers is planning to hold its annual 
convention at Atlantic City during the 
early part of September, the exact dates 
and convention hotel yet to be selected. 
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T. Ray Phillips Addresses 
Kentucky Pond of Blue Goose 


The Kentucky Pond of the Blue Goose 
had a considerable splash the night of 
June 29 on “The Banks of the Rice 
Fields” at the Audubon Puddle, otherwise 
known as the Audubon Country Club, 
arranged in honor of T. Ray Phillips, 
most loyal grand gander, from Okla- 
homa City, and a native Kentuckian, 
who started in the insurance business 
in Bardstown, Ky. A total of 125 turned 
out for the meeting. 

Mr. Phillips in his remarks detailed 
some of the earlier history of the order 
of Blue Goose for the benefit of the 
younger geese, including goslings that 
have been ganders but a short time, and 
for the benefit of auxilliary members. 
Mr. Phillips told of how the first club 
was formed thirty years ago at Green 
Lake, Wis., when the Wisconsin field- 
men had their program spoiled by an all- 
day rain, and formed the Blue Goose 
as a sort of burlesque, with no thought 
of anything more than some fun to while 
away a dull day. 


RULES ARE RULES SAYS OFFICE 


A Richmond, Va. local agency renewed 
a policy the other day covering a por- 
tion of the fire coverage on the state 
capitol and the governor’s mansion. The 
policy was written on an old form con- 
taining no limit as to vacancy. The 
stamping office violated the form when 
it reached it pointing out that the va- 
cancy permit should be limited to ninety 
days. As both the capitol and the man- 
sion have been occupied continuously for 
more than 100 years the agency was of 
the opinion that it made no difference 
whether the form contained a vacancy 
limitation or not. But the stamping office 
was firm and insisted upon a correction. 





PAGE BACK ON COAST 


Charles R. Page, vice-president of the 
Fireman’s Fund group of fire and cas- 
ualty ———. arrived in San Fran- 
cisco July 1 from New York City. Mr. 
Page was East for a month visiting 
company departmental offices in New 
York and Chicago. 


SAIL ON QUEEN MARY 


Mrs. Harry Jefferson, owner of the 
Jefferson Noyes & Embry Agency of 
Louisville, Ky., accompanied by Mrs. 
Elizabeth Jefferson Vaughan and _ the 
Misses Phyllis and Betty Vaughan, came 
recently to New York to sail on the 
Queen Mary to spend the summer in 
Europe. 
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Insurance Company Wins Suit On 


Automobile Conversion Coverage 


The Appellate Term of the New York 
Supreme Court for the First Department 
last week decided an interesting propo- 
sition as the same relates to automobile 
conversion insurance. A policy of insur- 
ance was issued to a finance company 
covering for conversion of automobiles 
by customers who were indebted to the 


finance company on conditional sale 
agreements and promissory notes. The 
court decided, by a majority vote, one 


justice dissenting, that where an auto- 
mobile finance company sues a customer 
for a balance due on an automobile sold 
subject to a conditional sale contract and 
promissory note, and loses the case be- 
cause of a defense of breach of war- 
ranty, it cannot then sue its conversion 
insurance carrier on the claim that the 
customer converted the automobile, be- 
cause, in that event, the finance company 
has lost its right to the possession of 
the automobile and consequently there 
cannot be any conversion of the same 
by the customer. 

The Level Trading Corp., an automo- 


bile finance corporation, sued the St. 
Paul Fire & Marine to recover for the 
conversion of an automobile by a cus- 


tomer, Evelyn Fisher. Mrs. Fisher had 
signed a conditional sale agreement and 
promissory note and this had reached 
the finance company. The latter claimed 
a conversion had occurred when the 
customer took the car to Florida and on 
demand refused to return the same. This 
was disputed by the customer, who claim- 
ed that she had at all times advised the 
finance company as to the taking of the 
car to Florida, and secured the latter’s 
consent thereto. 

Finance Company Loses Suit Against 

Assured 

Two days before the trial of 
tion instituted by the finance company 
against the insurance company, the lat- 
ter discovered that the finance company 
had sued Mrs. Fisher for the balance 
due on the promissory note and condi- 
tional sales agreement, and that Mrs. Fish- 
er in that suit had interposed a defense 
of “breach of warranty,” which was sus- 
tained by the court, so that the finance 
company was denied a recovery. When 
this was discovered, the insurance com- 
pany served a notice immediately that at 
the time of the trial it would move to 
amend its answer, so as to include these 
facts on the ground that they by them- 
selves, indicated that there never could 
be a conversion of the automobile by 
Mrs. Fisher, and that furthermore, the 
company’s subrogation rights in the 
event of any payment to the finance 
company by it had been totally defeated 
and nullified in advance. 

_ However, at the time of trial of the 
finance company’s suit against the insur- 
ance carrier, the trial justice refused to 
accept this evidence and decided in favor 
of the finance company and granted 
judgment. The insurance company then 
took an appeal to the Appellate Term, 


the ac- 


First Judicial Department, and won a 
new trial. 
The insurance company moved then 


for judgment in its favor on the basis of 
all these facts. This motion was denied. 
The insurance company was not satis- 
fied with this decision and took an ap- 
peal therefrom. It is this appeal which 
has now been decided by the Appellate 
Term of the New York Supreme Court. 
The majority opinion, in which Mr. Jus- 
tices Levy and Hammer concurred, up- 
holds the insurance company, and is as 
follows : 

“Plaintiff, a finance company, was only 
Protected against conversion by its cus- 
tomer. When the latter defaulted, plain- 
tiff sued her on the promissory note and 
was defeated by a counterclaim for 
breach of warranty. The result of this 
suit confirmed the rightful possession 
of the car by the customer and made a 
claim against defendant insurance com- 


pany ineffective because no conversion 
could thereafter be proved.” 

The decision of the Appellate Term 
reverse the denial of the motion for sum- 
inary judgment and directs that judg- 
ment be in favor of the insurance com- 
pany as against the finance company. 

The Level Trading Corporation was 
represented by Robert Jablin, as attor- 
ney, and the St. Paul Fire & Marine 
was represented by Joseph Greenhill and 


U. S. to Go After Insurers 
That Buy Back Stolen Goods 


The Department of Justice in Wash- 
ington is planning soon to launch a cam- 
paign against insurance companies which 
pay rewards to thieves and others for 
the return of insured stolen articles and 
in addition agree not to prosecute such 
claimed that insurance 
companies and their agents who accept 


crooks. It is 





Simon Greenhill as attorneys. The ad- 
juster for the insurance company was 
Walter W. Emely. 


stolen good on such conditions are liable 
to prosecution and fines. for compounding 


a felony in violation of the Federal stat- 


utes. Considerable publicity has been 
given in recent months to the practices 
of agents representing insurance com- 


panies in their contacts with holders of 
stolen Agents of the 
Bureau of Investigation have 


goods. Federal 


heretofore 


not given this problem the close atten- 
tion it deserved because of a lack of 
funds to finance such a campaign. How- 


ever the bureau has now secured an ad- 
ditional appropriation from Congress and 
is widening its drive against rackets of 
various sorts. 





STRENGTH 


PERMANENCE 


STABILITY 


SAN FRANCISCO — a monument to sound stock company 
insurance. With gross assets of $7,200,000, FIREMAN’S FUND 
settled 8,603 claims totalling $11,300,000 — to the complete 


satisfaction of all policyholders. This settlement, following 


the San Francisco fire of 1906, is an unprecedented episode 


in the history of insurance. 
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FINANCE COMPANY PROBE 





Court Test Looms in Michigan as Re- 
sult of Findings of State In- 
surance Department 

Test litigation is seen as probable as 
an outgrowth of the investigation the 
Michigan Department has been pursuing 
into the activities of automobile finance 
companies in the insurance field. While 
the Department, in a series of hearings 
and through independent study of the 
circumstances surrounding the filing of 
complaints, has discovered that some 
finance companies are making a _ con- 
scientious effort to keep their business 
on a high plane and have evidenced in- 
tention of co-operating with the Depart- 
ment to that end, other companies have 
been found guilty of dubious practices 
and they have, in some instances, dis- 
played a defiant attitude toward the in- 
vestigators which would seem to make 
resort to the courts the only alternative 
if the supervisory officials are to correct 
the evils disclosed. 

Robert M. Morse, head of the licens- 
ing division, who has been in general 
charge of the investigation, referred to 
an instance in which it seems apparent 
that a large finance organization which 
has operated in Michigan for only a 
limited time, has been profiting hugely 
at the expense of time-purchasers of 
motor vehicles, whose notes it has pur- 
chased, through passing on to the car- 
buyer only a fraction of the return pre- 
miums when part of the required in- 
surance line is canceled because of the 
transfer of old coverage from a trade-in 
machine. 

Complaint was filed some time ago by 
a Detroit resident relative to this 
finance company’s action in crediting 
him with only slightly more than $6 on 
canceled collision coverage whose first 
cost was some $24, ordered discontinued 
at the time of the car’s purchase but 
continued for a month or so because of 
finance company “red tape.” It was 
brought out, also, that the finance com- 
pany intended to make the small deduc- 
tion only on the final payment due, thus 
permitting the loaning organization to 
use the car-buyer’s money throughout 
the life of the contract, with the even- 
tual return of only a small portion of it. 

The finance company, Mr. Morse said, 
utilizes the insurance facilities of a 
highly reputable eastern stock company 
but the coverage is provided through a 
Chicago broker and both finance com- 
pany and insurance company counsel 
contend that the transaction occurs in 
Illinois and is not subject to Michigan 
regulation. The Department official dis- 
agrees with this contention and would 
like to see the matter tested in the 
courts through resort to the anti-rebate 
law or some other pertinent section of 
the insurance code. 


J.J. SCHLAICH SPECIAL AGENT 

The Eagle, Star & British Dominigns 
announces the appointment of John J. 
Schlaich as special agent for the New 
England field. Mr. Schlaich has been 
an examiner for a number of years in 
the United States branch in New York 
and his many friends among local agents 
will be pleased to hear of his advance- 
ment. He will assist State Agent Philip 
M. Wilbert, Jr. and have his office with 
him at 55 Kilby Street, Boston. 


AGENT MARKS 70TH BIRTHDAY 
Jacob Straus, Hoboken, N. J., insur- 
ance and real estate agent and well- 
known member of the Republic party, 
last Friday celebrated his seventieth 
birthday at a luncheon party at the 
Hof Brau Haus, Hoboken. Among those 
to extend congratulations to Mr. Straus 
was Arnold Rippe, well known New Jer- 
sey insurance man. 





Cc. I. I. HAS 25,300 MEMBERS 

The Chartered Insurance Institute of 
(;sreat Britain, which held its 1936 an- 
nual meeting recently at Brighton, had 
25,298 members on January 1 compared 
with 24,920 on January 1, 1935. There 
are 2,025 fellows and 4,916 associates. 
The C. IT. I. is the British educational 
organization .similar to the Insurance 
Institute of America. 





These “sales” await 
the alert agent— 


Automobile Insurance, 
to prospects sailing by 
on every highway and 
byway. Increased car 
sales should mean in- 
creased insurance sales 
for you. 


Personal Effects Insur- 
ance, to voyagers, tour- 
ists, vacationists, honey- 
mooners and week- 
enders. 


Rain Insurance, to “57 
Varieties" of prospects. 
(Ask for a list of them.) 


Golfers’ Equipment In- 
surance, to all manner 
of golfers (particularly 
club members) who own 
worthwhile equipment. 














NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY, LTD. 


(Write our Business-Building Department for plans 
and literature for use in the production 
of these covers.) 





6,533 AGENTS IN CONNECTICUT 


Hartford Leads With 747 and Ney 
Haven Is Next With 657; Only 
27 Resident Brokers 

Hartford has more insurance agents 
than any other town in Connecticut, but 
every town has at least one, Insurance 
Commissioner John C. Blackall reports 
after a compilation of outstanding 
agents’ licenses as of June 24. The list 
had not been rechecked for some time 
and the commissioner has now completed 
a survey of the entire insurance agency 
and insurance brokerage field. 

There are, he reports, 6414 Connecticut 
agents licensed to do business in the 
state and 119 residents of other states 
ht hold Connecticut licenses, a total of 
6,533. 

Hartford has 747 of the agents, at the 
top of the list. New Haven is next with 
657, then Bridgeport with 505. Waterbury 
with 362. Stamford 236 and New Britain 
207. Because the agents are generally 
licensed from their residences rather 
than their offices, West Hartford has 
320 and Hamden has 138. 

Because of the indefiniteness of the 
laws on the authority of brokers, Mr. 
Blackall reported, the department has 
“more or less discouraged” the issuing of 
brokers’ licenses to residents of the state 
and there are only twenty-seven Con- 
necticut insurance brokers. 

There are 354 residents of other states 
licensed as brokers, most of them from 
New York where, according to the com- 
missioner, the law and court decisions 
have clarified the legal position of brok- 
ers by defining them “generally speak- 
ing” as the agents of the insured. 

There are 30,310 outstanding licenses 
for agents, but many of the agents are 
licensed in more than one insurance com- 
pany. 








Illinois Brokers Present 
Requests to Chicago Board 


The special committee of the Insurance 
Brokers Association of Illinois and di- 
rectors of the Chicago Board of Fire 
Underwriters conferred last Friday on 
the petitions of the brokers for a large 
voice in Board affairs. Following this 
meeting of the board of directors Man- 
ager J. S. Glidden of the Board is to 
confer with the brokers’ committee. It 
is felt that a solution to the problems 
will be arrived at soon. 

The brokers last Friday asked the 
board directors to grant membership and 
voting privileges in the board and on 
certain committees having to do with 
subjects in which the brokers’ associa- 
tion would be directly interested. It 
was requested that at all meetings of 
voting members brokers be granted one 
membership with full privilege of rep- 
resentation and vote and that the board 
of directors and certain committees be 
enlarged by providing two additional 
memberships for brokers. 





N. Y. Insurance Society 
Prize Winners Announced 


The committee oneprizes of the Insur- 
ance Society of New York has an- 
nounced the following fire and marine 
awards, based on the examinations held 
in April this year: 

Fire 1—First prize, Donald E. Wag- 
gaman, Commercial Union Assurance; 
second prize, William E. Barber, Great 
American, and James R. Kennedy, 
Home; third prize, George D. Edwards, 
3ankers Trust Co. 

Fire II.—First prize, Charles F. Har- 
grett, Great American, and Howard W. 
Saler, Cornwall & Stevens; second prize, 
Harvey S. Allen, Great American; Carl 
B. Bormann, North British & Mercantile, 
and Peter R. Pine, Royal Exchange; 
third prize, William W. Bartell, Royal. 

Inland Marine.—First prize, Frederick 
O. Wipprecht, Wm. Stake & Co.; second 
prize, Howard M. Francisco, North Brit- 
ish & Mercantile; third prize, Howard C. 
Gillow, Royal. 

Marine I.—First prize, Robert A. Mur- 
phy, Chubb & Son; second prize, Donald 
H. Chadwick, Atlantic Mutual; third 
prize, Howard E. Decker, Royal. 
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was appointed by the court, the order 
of appointment directing him “to do all 
things necessary to preserve the prop- 
erty.” On August 23, 1930, he filed a 
bond for faithful performance of his 
duties, with the Hartford Accident & 
Indemnity as surety. On September 30 
a trustee was appointed who filed a bond 
on October 1. On September 30 the 
receiver sold the assets at public sale. 
These consisted mainly of a stock of 
shoes and fixtures. In the evening of 
that day this merchandise was complete- 
ly destroyed by fire. It was not insured. 
The trustee sued the receiver and his 
surety for the loss he alleged was caused 
by the receiver’s failure faithfully to 
perform his official duties. Te Federal 
District Court for Northern Ohio held 
the receiver liable for failure to insure 
personal property in his possession. This 
judgment was affirmed by the Sixth Cir- 


cuit Court of Appeals, Hartford Acci- 
dent & Indemnity Co. v. Crow, 83 F. 
(2d) 386. 

The court said the trustee was not 


liable, because he did not qualify prior 
to the fire, and the receiver still had 
possession. And the loss did not fall 
upon those who had agreed to buy the 
stock, because title had not passed. The 
notice of sale provided that the sale 
was subject to confirmation by the ref- 
eree in bankruptcy. Confirmation had 
not been made on September 30. 

The contention that there was no 
duty on the receiver to insure because 
the court’s order did not specifically 
require insurance was held untenable. 
The court said: 

“The duty of a receiver in bankruptcy 
to protect perishable property includes 
the power to do anything reasonable, 
suitable or necessary to afford adequate 
protection. Imperial Assurance Co. v. 
Livingston, 49 F. (2d) 745. The order 
of appointment was broad enough to 
authorize insurance. Even without spe- 
cific authorization, since the receiver 
was in actual possession of the bank- 
rupt’s property, he had the authority to 





New Schedule of Exposure 
Rates For Oklahoma City 


A new schedule of fire insurance ex- 
posure rates for the residential property 
in the Oklahoma City oil field was filed 
by C. T. Ingalls, manager of the Okla- 
homa Inspection Bureau, and approved 
June 11 by the State Insurance Board. 
The new rates, which became effective 
June 12, mean a material reduction in 
cost of exposure protection both in the 
new and old oil fields. In addition to 
the basis rate the new charges for prop- 
erty located within fifty feet of a drill- 
ing well will be $1.00 per $100 for both 
brick and frame structures; between 
fifty and ninety-nine feet, twenty-four 
cents per brick and fifty cents for 
frame; between 100 and 149 feet, sixteen 
cents ‘for brick and twenty- four cents 
for frame; and between 150 and 199 
feet, four cents for brick and eight cents 
for frame. Beyond 200 feet there is no 
charge. 

In his filing Mr. Ingalls said that the 
final survey revealed that during the 
last few weeks the reduction based on 
the first reduction of gas pressure had 
somewhat lessened the danger of wild 
wells or those out of control. Secondly, 
that indications which seem to show the 
northern and western limits of produc- 
tion are now more defined. 





Royal Exchange House Flag 
Marks the 216th Birthday 


The house flag of the Royal Exchange 
Assurance was flown over the main en- 
trance to the head office in London on 
June 22 to mark the anniversary of its 
incorporation 216 years ago. 






iad Holds Tar of Wiis 7” 
Bankruptcy to Insure Property 


In a bankruptcy proceeding a receiver 


protect it by insurance. Thompson vy. 
Phoenix Ins. Co., 136 U. S. 287. 

The receiver was in possession from 
August 23 until September 30, when the 
fire occurred This was ample time for 
him to ascertain whether the goods were 
covered and to procure insurance if the 
bankrupt had not already done so.” 


Chartered 1842 





AS COL. HE GOT NO BONUS 

There is one insurance man in Vir- 
ginia who ranked too high in the mili- 
tary service to get a bonus. He is Ed- 
ward E, Goodwyn, prominent local agent 
of Emporia, who served as a full colonel 
overseas as a divisional staff officer with 
the Twenty-ninth division. As Colonel 
Goodwyn explained when friends asked 
him at the recent convention of the Vir- 
ginia Association of Insurance Agents 
how much bonus he got, no officer rank- 
ing higher than a captain was entitled 
to a bonus. Colonel Goodwyn enjoyed 
the distinction of being the highest rank- 


A .! rn 
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ing non-professional officer from Vir- 

ginia who saw active service overseas 
during the World War. He is a former 
president of the Virginia Association and 
a regular attendant upon the annual con 
ventions of that organization. 


MRS. NOLAN RECOVERING 

Mrs. Cristine B. Nolan, president of 
the Underwriters Association of Hudson 
County, N. J., and one of the most high- 
ly respected women in insurance in that 
state, is recovering at her home in North 
Bergen from a broken leg. She sustained 
the injury early in June. 





Need 


a” its FULFILLMENT 


NE of the characteristics of any group or organism is that 
O as a need persistently occurs, an agency arises to meet it. 
In the field of insurance, the broker and broker-agent represent 
the fulfillment of a need which has been increasing in its urgency. 


In 1842 when the Atlantic Mutual Insurance Company began 
to do business, insurance was placed directly with the underwriter 


because there were no brokers. As time passed, however, mer- 
chants and shipowners, burdened with the increasingly complex 
commercial life of a growing nation, delegated the supervision of 


their insurance requirements to brokers, men whose business it 


became to handle the specialized problems of insurance. 


From the beginning of this century 


and particularly since the 


World War, the broker has occupied an increasingly important 


place in the insurance field. 91% 


of the policies on our books at 


the close of 1935 (exclusive of reinsurance) were placed through 


brokers to whom commissions were paid at regular rates. 


Recognizing the value of the broker and broker-agent, we have 


set our objective for broker-placed business at 100%. 
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1935 Marine Insurance Results 
Of 25 Leading British Companies 


Ocean marine premiums and apparent 
profits for 1935 of twenty-five leading 
British insurance companies have been 
tabulated by the Liverpool Journal of 
Commerce to show underwriting results 
for last vear. The figures are taken 
from the companies’ accounts for 1935, 
but as the claims in marine insurance 
generally fall more heavily on the second 
year than the year in which they are 
written, the results apply to a large ex- 
tent to the companies’ 1934 underwriting 








marine 


underwriting, it will be recalled 


that Mr. Horner, deputy underwriter of 


the Standard Marine, 
Provincial 


over by the 


was recently taken 


for its marine 


underwriting department in London; it 
is expected that better underwriting re- 
sults will be shown in future. 

It is remarkable to find that the Lon- 


don & 


Union can 


Lancashire 
still make e 


and 


the Commercial 
normous marine 


underwriting profits, the London & Lan- 
cashire profit being made chiefly through 





rather than to the 1935 underwriting. the Standard Marine and the Marine 
The 1935 underwriting results do not Insurance Co. The London Assurance 
MARINE UNDERWRITING RESULTS FOR 1935 
Apparent U/W 
Premiums Profit Jo on 
Company 1934 1935 1934 1935 Prems. 
London and Lancashire.............. £1,023,781 £1,041,109 £133,936 £185,508 18 
Cemmmercial UMION coc. ccc tice vscnes 542,563 584,935 150,000 100,000 16 
Remdon ASSUPANCe «oc. icccicccvccece 689,582 646,294 73,017 72,012 12 
BE 55.65 eaeades aio reeked cowacene’ 791,924 807,576 17,095 60,914 7 
ee ie le gi eee ee. gg a 562,723 553,565 80,000 50,000 9 
North British and Mercantile......... 213,165 216,849 30,000 40,000 20 
ah es Cae ie tind Rue EKND 475,505 452,005 53,210 38,464 9 
re er er eerr ey 375,884 375,884 31,709 31,709 9 
I as cic 5 ache aia d hawhbwkddown 203,900 182,282 30,170 31,171 17 
Scottish Union and National......... 303,469 309,139 40,000 30,000 10 
nr i eh 2 os re a bind aa eine 599,639 554,751 30,000 30,000 5 
Northern 2 A ey ee ON, Se 682,789 631,419 25,000 25,000 4 
Eagle Star and British Dominions... 254,088 233,326 25,000 25,000 19 
ee re i dah el bad wiki acd whe 334,415 333,310 54,146 24,180 & 
a ed Soe ots ae gue h amb ehe ena 282,413 290,393 20,155 21,289 7 
EE re ass A cine s Rd Aka wi AW eS OO 216,637 209,845 10,000 15,000 7 
EC eT rer errr 97,225 86,218 18,886 9,086 10 
ee cas wisi ee bieidaah o 245,275 253,489 9,146 7,013 3 
WEOGNE AGMUIOEY gcc ccccccscatveesnsds 114,680 103,619 19,887 15,048 15 
Employers Liability (Merchants)..... 166,766 153,419 1,865 4,587 3 
NE RMR ss own danewie-w ew ke ern 574,830 596,823 738 2957 % 
Ee on JS aalcebatraunaoaive wil 114,992 111,550 Nil Nil 
OS EEE en Pet mtr ee 89,554 91,548 —2,715 —4,339 
OO COE POTEET 139,419 164,079 —3,694 —1,911 
CUNEO, od wiecaadeee deh etemas 141,835 151,640 17,500 Nil 
£9, 237,053 #£9,135,067 £885,051 £812,686 = 9% 
(= 9%) 
show themselves until the end of the has again done well, and so have the 


second year and are not really complete 
until the end of three or four years. 

The marine premium income of all 
these companies in the aggregate in 1935 
shows a_ reduction of approximately 
£100,000 on 1934. The reduction is, how- 
ever, only 1 per cent. The aggregate 
premiums for 1933 were just under 
£9,000,000, as compared with £9,135,067 in 
1935. It is interesting to notice that 
the aggregate underwriting profit for the 
year 1935, of £803,837, is equal to 9% of 
the premium, which is not quite as high 
as the previous year, when it was equal 
to 94%. 


Serious Losses at Low. Level 


It has naturally been anticipated that 
the big fall in rates of insurance on hulls 
would have had a considerable effect 
on profits but this has not yet shown 
itself on account of the fact that serious 
marine losses have kept at an extraor- 
dinarily low level. Although three of the 
companies have not transferred anything 
to underwriting profit, it must not be 
assumed that they have made no profit. 
In the case of the Atlas, for example, 
the premium income decreased by about 
£3,000, but the fund increased by £8,000; 
it is probable, therefore, that there was 
quite an appreciable profit here. 

As regards changes in premium in- 
come of individual companies, it will be 
noticed that these are not great in most 


cases. The biggest percentage change is 
probably that of the General Accident, 
whose premiums increased by nearly 
20%. The company did not, however, 


show any underwriting profit for 1935 or 
1934. 


In connection with the Provincial Co.’s 


Sun and the Sea companies. The Royal’s 


profit 


consists 


chiefly 


of that of the 


British & Foreign and the Globe of the 


Thames 
sritish 


& Mersey, w 
& Mercantile’s 


the Ocean Marine. 


The 


following 


table 


hile the North 
is the profit of 
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shows pre- 


Novel Salvage Point Passed 
On By British High Court 


An interesting question of practice was 


referred to by the president of the 
Probate, Divorce and Admiralty Division 
of the British High Court in a recent 


action brought by the owners and crew 
of the London steamer Finland for a sal- 
vage award for services rendered to the 
small Liverpool steamer Cornish Rose, 
her cargo and freight in December last. 

The Cornish Rose, while bound from 
Fowey to Preston with a cargo of china 
clay, sprang a leak and the inrush of 
water into her engine room and stoke- 
hold had extinguished her fires. Her 
steering-gear was also disabled. She 
was in those circumstances taken in tow 
by the Finland and eventually brought 
into Mounts Bay. 

The owners of the Cornish Rose ad- 
mitted the facts of the services as al- 
leged in the statement of claim, but de- 
nied the inferences sought to be drawn 
therefrom. 

The president awarded £1,000 on a 
total value of about £3,480, and after 
delivering his judgment added that, for 
the future, in cases where there was a 
defense of admission of facts and denial 
of inferences to be drawn therefrom the 
practice that neither side should call 
witnesses was a useful practice and 
should stand. He said there was no rea- 
son, however, why either side should not 
make use of contemporary documents 


for the purpose of getting the atmos- 
phere which would enable the court to 
draw the right inferences from the facts. 
But he declared that it was desirable, if 
either side wanted to use documents, 
that reasonable notice should be given to 
the other side so as to enable them to 
consider the advisability of countering 
by putting in other documents. 


TWO BIG MARINE LOSSES 
Two substantial marine losses have re- 





cently been reported at Lloyd’s. They 
are the French steamer Adrar, ashore 
off Rotckliff, and the Greek steamer 


Ariadne Pandeli. The Adrar, which was 
on a voyage from Hamburg to West 
Africa, is a vessel of 5,872 tons, owned 
by the Chargeurs Reunis and built in 
1920. For the purposes of insurance the 
value of the hull is put at 5,000,000 francs 
(about $328,500). The underwriters con- 
cerned have agreed to settle a loss. 
The Ariadne Pandeli has been towed 
to Itaparica and beached following a 
severe fire. The steamer has been aban- 
doned and salvage operations have been 
suspended. The vessel was built at 
Sunderland in 1910. For insurance pur- 
poses the hull value is put at $85,000. 


CHUBB ON FAIR COMMITTEE 

Hendon Chubb, head of Chubb & Son, 
marine, automobile and fire underwriters, 
has been appointed a member of the in- 
surance advisory committee of the New 
York World’s Fair of 1939. 








Capture of Girl Pat Raises: 


Some Unusual Insurance Points 


While the sums involved are small, in- 
teresting points of marine insurance law 
have yet to be determined affecting the 
insurance of the truant trawler Girl Pat, 
recently captured at Georgetown, British 
Guiana. 

At one time the question of the ves- 
sel’s having to be regarded as missing 
was discussed among London underwrit- 
ers. The Girl Pat is covered for $18,000 
in the London market with several ma- 
rine syndicates, most of which paid a 
loss some weeks before the vessel was 
captured. Two syndicates, however, de- 
cided to wait for further information, 
suggesting that the last had not been 
heard of the vessel. The extent of the 
damage the trawler suffered in collision 
with the Government ferryboat Pom- 
eroon at Georgetown has yet to be as- 
sessed. 


The whole case provides an example 
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of a claim the possibility of which could 
hardly have been foreseen when the in- 
surance was placed. Sometimes the 
areas in which trawlers shall work while 
covered by insurance are stipulated in 
the policy, and it is quite certain that 
the Girl Pat, which was intended for 
work in neighboring waters, was never 
expected by underwriters or owners to 
proceed to the African coast and across 
the Atlantic Ocean to South America. 

H. V. Chapman, a director of the Mar- 
strand Fishing Co., owners of the Girl 
Pat, announces that the company has re- 
ceived $12,000 of the sum for which the 
vessel was covered. He also says that 
the company will take no action against 
the crew. 

Mr. Chapman declared that the full 
story of the Girl Pat’s adventures, when 
revealed, would create an even greater 
sensation than the daring voyage has 
caused so far. 

“If we claim the vessel,” he said, “we 
may be called upon to meet the accounts 
for stores taken on board during the 
voyage to Georgetown. There would 
also be expense involved in bringing the 
trawler to her home port. In view of 
these facts we have decided to take no 
action concerning claiming the Girl Pat.” 


Crocker May Investigate Mystery 


There are rumors in London insurance 
circles of surprising developments in the 
case of the Grimsby fishing vessel Girl 
Pat. It is suggested that W. C. Crocker, 
who acts as legal adviser for many in- 
surance offices and for Lloyd’s, should 
be commissioned to investigate certain 
of the mysteries of the Girl Pat’s re- 
markable voyage. 

At the time of this writing Mr. Crock- 
er is in New York, partly on business 
and partly on pleasure. He is on his 
way to the West Indies. The suggestion 
is that he should be asked to proceed to 
Georgetown. He, however, disclaims in- 
terest in the affair. 

Writs have now been issued by the 
owners of the Girl Pat against one of 
the two underwriters who did not pay, 
for a settlement of the claims. The 
underwriters will contest the case with a 
denial that the boat is a total loss. The 
ten underwriters who have already set- 
tled the claims will not, however, ask 
for their money to be returned. 
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| CASUALTY AND SURETY 





I. C. C. Safety Rules on 
Trucks, Buses Released 


J. L. ROGERS INVITES CRITICISM 


Casualty and Automobile Insurance 
Groups Active in Drawing Up Regu- 
lations; Uniformity Objective 


After months of study and _ confer- 
ences with interested parties the Bureau 
of Motor Carriers of the I. C. C. has 
released for criticism and comment pro- 
safety 


promote the 


regulations and rules to 
safety of bus and truck 
interstate commerce by 
common and contract motor carriers. 
Many casualty insurance head offices 
received the recommendations this week, 
contained in a 26-page booklet with a 
foreword by John L. Rogers, director 
of the Bureau of Motor Carriers, also 
suggesting that views be given on the 
propriety of making similar rules and 
regulations applicable to private motor 
carriers. Replies are sought before 
August 1. 

It is emphasized by the Bureau of 
Motor Carriers that application of the 
regulations will tend to remove many 
of the conflicting requirements which 
interstate operators must now meet. 
Every effort has been made to consider 
carefully existing state regulations, and 
to depart as little therefrom as possible. 
The Bureau expects that attainment of 
much-needed uniformity, for which the 
I. C. C. rules offer a basis, will be facili- 
tated by agreement with the several 
states. 


posed 


operations in 


Four Regulatory Measures for 1936 


Among the organizations consulted in 
mapping the general scope of the 
3ureau’s safety activities were these in 
the insurance field: Association of Cas- 
ualty & Surety Executives, mutual and 
reciprocal insurance companies, Nation- 
al Automobile Underwriters Association 
and the National Bureau of Casualty 
& Surety Underwriters. The four reg- 
ulatory measures proposed for 1936 after 
conferences with official representatives 
of these groups and many others follow: 

1. Qualifications of drivers and filing of in- 
formation regarding drivers. 

2. Regulations regarding the driving of motor 
vehicles. 

3. Certain parts and accessories necessary for 
safe operating. 

4. Reporting of accidents. 

Outstanding among the proposals are 
the following requirements: 

That every driver be mentally and 
physically qualified to drive safely, pos- 
sessor of driver’s license, subject to rules 
and regulations relating to qualifications 
of drivers and safety of operation, and 
protected from hazardous fatigue by 
limitations on hours of service. 

_ That every vehicle be inherently safe 
in its physical specifications, properly 
equipped for safety purposes, regularly 
inspected and maintained in safe work- 
ing order and carrying visible means 
of identification. 

_ That every accident involving death, 
injury or material property damage be 
carefully analyzed to determine further 
means of accident prevention. 





Broker Sues Mayor 


Theodore M. Brandle, an insurance 
broker and former labor leader, has sued 
Mayor Frank Hague of Jersey City, one 
of the country’s leading political bosses, 
for $60,000 which he claims he loaned to 
Hague in 1930 to pay the latter’s 1929 
Federal income tax. Before leaving on 
a fomseus cruise Hague declared that 
the suit was the result of the mayor’s 
announcement that he would try to pre- 
vent Brandle from engaging in labor 
union activities in Jersey City. 


— — 


Explains Retrospective 
Plan to N. E. Agents 


500 HEAR JESSE W. RANDALL 


H. M. Starling, Casualty Executives 
Ass’n, Gives Vt. Meet Public Relations 
Plans; F. S. Dauwalter Also Speaks 


Manchester, Vt., July 8—The. fifteenth 
annual mid-summer convention of the 
New England Associations of Insurance 
Agents closed here today after a three 
day session at the Hotel Equinox, the 
nearly 500 insurance men and their fam- 
ilies returning to their homes tonight 
well satisfied with the results of their 
deliberations. The program was devoted 
to the discussion of business problems 
during the mornings, while the after- 
noons were given up to golf, fly-casting, 
skeet shooting and horse-shoe pitching. 
Today’s session included a talk by How- 
ard M. Starling, field man of the Asso- 
ciation of Casualty & Surety Execu- 
who spoke on “Promoting Public 
Relations.” 


lives, 
He explained a new plan of 
public relations to be followed in educat- 
ing the insurance buyers in casualty in- 
surance coverages. 

Jesse W. Randall, vice-president, 
rravelers, discussed in detail the retro- 
spective rating plan, which the stock 
casualty companies are advocating for 
insuring compensation risks that carry 
a premium of $5,000 or over. This com- 
plicated subject was clearly expounded 
by Mr. Randall giving the New England 
agents the first full explanation they 
have had of it. Mr. Randall indicated 
his willingness to answer questions about 
the plan following the address 


Dauwalter on Competition 


F. S. Dauwalter, director of the newly 
formed Business Development office in 
New York, designed to emphasize the 
merits of stock fire insurance to the 
public, described what the office proposes 
to do to help the agents, under the title 
of “A Joint Enterprise.” 

Mr. Dauwalter said it was an open 
secret that the objective of his office was 
the meeting of non-stock competition 
He said that he recognized that the mu- 
tual situation in New England was en- 
tirely different than in other parts of 
the country, and it was necessary to 
differentiate between the old time New 
England companies which had been in 
agencies here for many years, and other 
groups of mutual companies. New Eng- 
land, he said, does have some of the mu- 
tual competition with which his office 
has to deal. 

He believed that the stock agents and 
companies made the mistake of talking 
price only in competition of this kind 
and suggested that it will be necessary 
to stress security and service in hand- 
ling this question in the future. “We 
have taken too much for granted,” he 
emphasized, “and in the meantime the 
mutuals have developed a salesmanship 
that is not only convincing but in step 
with modern trends of salesmanship.” 
_A pleasing feature of the morning ses- 
sion was the presentation of a hand- 
some mantle clock, suitably inscribed, to 


Kenneth H. Bair, president of the 
National Association of Insurance 
Agents, as a memento of his first visit 
to New England as president of the 
national body. The presentation was 
made by Edwin J. Cole of Fall River, 
Mass., past president of the National 


Association and past chairman of the 
New England Advisory Board. 

J. C. Blackall, Insurance Commissioner 
of Connecticut, said it is necessary that 
the insurance business keep up to date 
to be in step with the times. 
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A. V. Miller, Big Buyer, Offers Many 
Ideas to Take Mystery Out of Insurance 


A. Van Court Miller, chief accountant, 
New York Herald-Tribune, vice-presi- 
dent, Risk Research Institute, Inc., and 
one of the best known buyers of in- 
surance in the East, gave the New Eng- 
land Associations of Insurance Agents 
in mid-summer session this week at 
Manchester, Vt., plenty to think about 
in connection with development of busi- 
ness, rectifying misunderstandings about 
the larger problems of the insurance 
business, compulsory automobile insur- 
ance agitation, underwriting, rating re- 
strictions and red tape, and what buyers 
rightfully expect of insurance agents. 
Mr. Miller’s biggest point, repeated sev- 
eral times for emphasis, was that those 
who have from time to time tried to 
sell him insurance, “have failed complete- 
ly in the presentation of their case in 
that they have never presented insur- 
ance to me from the standpoint of its 
definite and indispensable function in the 
financial and economic structure as a 
whole, and my business in particular.” 


Removing Impediments to Progress 


The speaker constructively pointed out 
that the development of the full possi- 
bilities of insurance production: will not 
be realized or accomplished without a 
great deal of sound thinking and hard 
work, over a period of time, to remove 
what he conceived to be some of the 
impediments and obstructions along the 
highway of progress. 

One of the greatest of these handi- 
caps or impediments, he said, is the gen- 
eral lack of knowledge and ‘understand- 
ing on the part of the public regarding 
insurance. It has seemed to Mr. Miller 
that insurance people have felt it was 
to their interest to keep the average 
man from knowing anything about how 
insurance works. He observed: 

“There has been a certain mysticism 
about insurance in the mind of the aver- 
age person and so far as my personal 
knowledge and experience extends, there 
has been very little effort on the part 
of the insurance people to remove this 
atmosphere from their business.” 

To help improve this state of affairs 
Mr. Miller suggested: “One of the most 
constructive moves that could be made 
by the insurance fraternity would be to 
reduce insurance to its plain, common- 
sense, understandable factors, and then 
have all of their representatives follow 
a well planned program presenting this 
information to the public as they con- 
tact them from day to day. I see no 
advantage to insurance as a whole in 
fostering and carrying any farther this 
notion of insurance being something 
that the average man cannot understand 
and therefore, as a result, in many cases 
cannot be sold.” 

Semi-Irresponsible Attitude 

Furthermore, the speaker was critical 
of the manner of semi-irresponsibility 


R. R. Institute Setup 

In the course of his talk Mr. Miller 
gave the following helpful description 
of the scope and objectives of the 
recently established Risk Research 
Institute: 

“The membership of buyers in Risk 
Research Institute is not limited to 
those who buy any one form or type 
of insurance. Our membership repre- 
sents buyers of stock, mutual and 
reciprocal coverages as well as self- 
insurers. Thus we obtain the benefit 
of a complete cross section of buyer 
thinking, opinion and experience. As 
to what we will accomplish, time 
alone can tell. That we have made 
progress is known to those of you 
who have been and are familiar with 
our activities. 

“We take no sides as to the form 
of insurance, that is, stock, mutual, 
reciprocal or self-insurance, but are 
concerned solely with the principles 
and forms of coverage, rates and 
costs as well as the many phases of 
loss adjustment and other related 
features.” 








assumed by the assured when he takes 
out a liability policy—an attitude of “I 
should worry because whatever happens 
the insurance company will pay.” It has 
cost the companies plenty, he said. On 
the other hand, there are many individ- 
uals who feel that if the insurance com- 
pany can carry their liability at a prem- 
ium that to them looks rather large pro- 
portionately, and the insurance company 
can wind up its operations at the end 
of any given period with a profit, then 
they can carry the risk themselves and 
save the profits that are included in the 
premium which the company proposes to 
charge them for particular types of cov- 
erage. 

Taking up the problem of automobile 
insurance and especially the agitation 
for a compulsory coverage plan Mr. 
Miller frankly said that the casualty 
companies themselves, because of what 
he considered sins of omission, are 
largely responsible for the existing con- 
dition, due to their failure to sell in- 
surance properly in their contacts with 
the public. It was Mr. Miller’s firm 
conviction that “we are going to have 
compulsory automobile insurance legis- 
lation in many states in the compar- 
atively near future and I would there- 
fore urge you to give this subject care- 
ful study and be prepared with a con- 
structive program to deal with the situa- 
tion when it comes.” 

Outspoken Over Red Tape 

The speaker was equally outspoken 

in his comments on the effect of the 
(Continued on Page 34) 
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On the Production “Firing Line” 





An Outstanding Small Town Agent 


He Is Arthur H. Smith of Napa, Calif., Who Started Producing 
46 Years Ago; His Fine Record With 
Fidelity & Casualty 


By A. V. Bowyer 


In the fascinating little town of Napa, 
Calif—a short drive from San Francisco 
at the upper end of famed San Pablo 
Bay, a part of the more famed San 
Francisco Bay—lives Arthur H. Smith, 
who has built up a fine record as a local 
agent. 

In that small but thriving community, 
the entrance way to one of the most 


glorious wild flower districts in the 
world, not to mention the famed Napa 
County wines, Smith has operated an 


agency for forty-six years with distinc- 
tion. An indication of his ability to do 
things is shown in the remarkable rec- 
ord he made for the Fidelity & Casualty 
Co. in 1930. Mr. Smith responded to a 
request from Vice-President Channing 
B. Cornell that he enter a special sales 
drive the company was staging. He was 
given a quota of one hundred $10 per- 
sonal automobile policies. This contract 
limits its indemnity to personal accident 
while in an automobile or hit by an 
automobile—to sell within thirty days. 
The hundred were written, issued and 
paid for within ten days, and when thirty 
days were over the total was 217 poli- 
cies. He gives most of the credit to his 





three assistants, J. R. Imrie, E. E. May- 
field and C. A. Wore. In the drive no 
other client or line of business was 
neglected. 


His Start in Insurance 


Mr. Smith started in 1890 with the 
Continental, using horse, cart and saddle 
to cover a territory from San Francisco 
to Oregon as special agent. Those were 
rugged days; clients far apart. They 
had orchards, vineyards, stock ranches 
and mining properties. It was in those 
days that a stovepipe was considered a 
better risk than a stick and clay chim- 
ney. Mr. Smith reports that property 
deeds, policies and extra cash in fruit 
jars were buried under dog and chicken 
houses—more often under the dog house 
as the family canine was considered an 
excellent burglar alarm in case of a ma- 
rauder. Others, says Mr. Smith, kept 
valuable papers in old fashioned contain- 
ers under their beds. 

The first policy he wrote was for a 
Mrs. Mary Michaelis in the Continental 
in 1890. A few days later he wrote 
policy No. 570,999 for a Mr. Martin. The 
house burned “before the ink was dry.” 
Since that experience, Smith has can- 
celled more than $2,000,000 of insurance 
on property that did later burn, result- 
ing in four men taking a trip to a state 
institution. 


Association Activity 


Napa, the community, has been more 
or less famed for many years in na- 
tional agency organization history. It 
was the first county in the country to 
organize a county local agents’ associa- 
tion. The Napa County Association of 
Insurance Agents still functions effec- 
tively for the good of the business and 
the community it represents. Mr. Smith 
is the only surviving active charter mem- 
ber of that body. He has been a mem- 
ber of the state and national associa- 
tions since 1908 and is reported to be 
the first each year to renew in Cali- 
fornia. For twenty- eight years he served 
on the agents’ farm committee contact- 
ing and conferring with the company 
organizations. He says that he has 
found the representatives of the board 


‘men of the highest type, 
always eager to help a just cause. 
While frequently spokesman for local 
agents in problems confronting them, he 
looks back on his long experience in 
this respect with pleasure, saying that 
he never asked for any reasonable con- 
sideration from the company executives 
that was not granted. 

Largely due to his public activities his 
efforts to educate townspeople about 
insurance and the value of improved 
construction and fire prevention activi- 
ties, and as the result of friendly co- 
operation between the Board of Fire 
Underwriters, agents, city council and 
county boards of supervisors, fire insur- 
ance rates during the many years passed 
have been reduced more than 65%. Mr. 
Smith said that often the business would 
have gotten beyond control and rates 
allowed to run wild if the agents had 
not had the full confidence of the board, 
which acted as a balance-wheel. 

Back in the disaster days following 
the fire of 1906, when E. Myron Wolf 
was Commissioner, that official revoked 
the licenses of all companies. As Mr. 
Smith was licensed direct by the New 
York office of the Continental as “agent 
at large in the United States,” and not 
by the Commissioner of California, he 
was advised to go ahead signing policies. 
He was arrested by Constable Johnson 
in St. Helena, but was quickly released 
when he displayed his authority. 

Mr. Smith, located 'way out in Cali- 
fornia, in a small community with a big 
business, is personally known to many 
of the most prominent insurance execu- 
tives of the United States. He long en- 
joyed the friendship and confidence of 
such men as Chairman Ernest Sturm, 
President B. M. Culver, Paul L. Haid, 
the late Henry Evans, the late Rollo V. 
Watt, and many others. Mrs. Smith is 
the daughter of the late D. W. Graves, 
who was at one time in charge of the 
Continental on the Pacific Coast. 


fire companies ‘ 
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J. J. HALL ON BOAT TRIP 

J. J. Hall, National Bureau of C. & S. 
Underwriters, was on the program of 
the Pennsylvania Motor Association 
recently held aboard boat on Lake 
Erie from Erie, Pa. to Mackinack Is- 
land and return. John Rogers, director, 
Motor Carrier Bureau of the : 
was another speaker. 


PROMOTE W. H. GALENTINE 





Globe Indemnity Executive Becomes 
Vice-President in Charge of Agency 
and Production Activity 
William H. Galentine, well known 
Globe Indemnity executive who has been 
with the company since September :, 
1924, has just been promoted to be vice- 
president in charge of agency and pro- 
duction activities. Mr. Galentine up to 
this time has been assistant secretary 
and devoted most of his time to legal 
and claim matters. He has, however, for 
a long time been interested and active in 

——— work. 

Mr. Galentine’s first service with the 
Globe Indemnity was to be in charge of 
the home office legal and claim depart- 
ment. He continued to act in that capa- 
city until the company moved from New- 
ark to New York in 1931, at which time 
he assumed similar responsibilities for 
the Eagle Indemnity and Royal Indem- 
nity companies. 

Prior to his association with the Globe 
Indemnity Mr. Galentine served two 
years in the army and later joined the 
New York Insurance Department liqui- 
dation bureau as special deputy superin- 
tendent of insurance. He left that con- 
nection to go with the Globe Indemnity. 

Another promotion is that of John P. 
McCormick, who for the past ten years 
has been connected with the home of- 
fice claim department. He has been made 
superintendent of the home office claim 
department of the Eagle, Globe and 
Royal Indemnity companies. 


W. S. Costello Completes 


25 Years with Royal Ind. 
On Friday, July 3, Walter S. Costello 
completed twenty-five years of service in 
the Royal Indemnity’s metropolitan de- 
partment and for the past several days 
he has been kept busy acknowledging 
the messages of congratulation and good 
will which have come to him from his 
many friends in the metropolitan area. 
At a dinner staged in Mr. Costello’s 
honor President Frank J. O’Neill pre- 
sented him with an appropriately in- 
scribed pen and pencil set. Mr. O'Neill 
also commented upon the fact that the 
average length of service of the group 
of twenty-one officers and employes 
foregathered to pay their respects to the 
guest of honor was close to twenty years. 
The company is celebrating its twenty- 
fifth anniversary and a surprisingly large 
number of employes have been with it 
over an extended period of years. 


TO ACT ON DISSOLUTION 
Essex Fidelity & Plate Glass stock- 
holders will meet August 5 at 60 Park 
Place, Newark, N. J. to act on a resolu- 
tion of the directorate to dissolve the 
company. Organized in 1928 the Essex 
Fidelity has done only a small business. 


TENNESSEE GENERAL AGENTS 

The Globe Indemnity has appointed 
the Loventhal Agency of Nashville, 
Tenn. as its general agents for Tennes- 
see. 
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ha’ Recned $12 i in + Fest) 
Month; Now at Top in Iowa 


An example of how new business can 
be produced by enterprising solicitation 
from “scratch” is seen in the success of 
Waterman & Lohmiller, agency in Day- 
enport, Iowa. The story is told in the 
current Marylander of the Maryland 
Casualty of how nineteen years ago this 
agency, newly established, balanced its 
books after the first month of operation 
and found that they were “in the black.” 
They had earned a net of exactly $12. 
Today the firm is considered one of the 
largest agencies west of Chicago. All 
of its business from 1917 until 1935 was 
developed and produced by the partners 
and their staff. No agencies were pur- 
chased or merged until last year when 
another concern was acquired. 

Fred Waterman started the original 
agency in 1912 and operated it alone 
until H. G. Lohmiller entered the pic- 
ture in 1917. 

Davenport, located on the banks of the 
Mississippi, with a population of some 
60,000, is known as “the city where the 
West begins in the state where the tall 
corn grows.” Mr. Waterman helps it 
grow. He owns and operates a model 
farm as a recreation from his insurance 
activities. 





Declaratory Judgment Action 
Against H. A. Koch of Omaha 


Declaratory judgment action was filed 
against Harry A. Koch, the Harry A. 
Koch Co. and Charles Smrha, Nebraska 
director of insurance. The action was 
brought by the Omaha Association of 
Insurance Agents and John D. Ring- 
walt, the latter being agent for Llovd’s 
of London. The court is asked to rule 
that only one licensed agent can be per- 
mitted at a given time in Nebraska to 
effect insurance on Nebraska risks in an 
unlicensed insurance company and to 
rule that it is discretionary with the in- 
surance director whether he issue or re- 
fuse to issue a license. 

Mr. Ringwalt sets out in his petition 
that Mr. Koch has also made application 
to handle insurance for Lloyd’s and 
claims that the director of insurance has 
no discretionary power but must issue a 
license. The Omaha agents’ association 
entered the suit as a plaintiff claiming 
that it is to the best interests that only 
one agent be licensed at a time for an 
unlicensed company. 


R. L. MILLIMAN’S NEW POST 


R. L. Milliman, who resigned as 
branch manager in Pittsburgh of the 
Great American Indemnity recently, has 
joined the New Amsterdam Casualty in 
the same city as production supervisor. 
Mr. Milliman is especially well known in 
western Pennsylvania being treasurer of 
the Pittsburgh Insurance Club and presi- 
dent of the Pittsburgh Casualty Insur- 
ance Association 

Another appointment to the New Am- 
sterdam staff in Pittsburgh is that of 
E. R. Proctor as field assistant. Form- 
erly in New York City he has recently 
been with the Fidelity & Casualty’s of- 
fice in western Pennsylvania. 


NOVEL “NOT OVER 50 CLUB” 


The Kemper Group of Chicago has a 
novel safety organization called the “Not 
Over 50 Club” whose members have all 
pledged themselves not to drive their 
personal cars faster than fifty miles an 
hour. A recent new member was Louis 
Meyer, automobile racer. 











LA. CASUALTY RATE BOARD 


A biil creating a casualty and surety 
rating commission in Louisiana, known 
as House Bill No. 703, has been passed 
by both branches of the state legisla- 
ture and is up before Governor R. W. 
Leche for approval. 


NEW DAUGHTER BORN 
Marcus Abramson, assistant attorney, 
Association of Casualty & Surety Exe- 
cutives, is wearing a happy smile these 
days in the arrival of a new daughter, 
Miss Roselle Louise, his second child. 
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J. J. Magrath Points to Improved 
Experience In Workmen’s Comp. Line 


A significant statistical analysis of the country-wide workmen’s compensation 
insurance results for the past year of companies licensed to do business in New York 
State has been made by J. J. Magrath, rating bureau chief of the New York Insurance 


Department. 
results for 1934 and 1935 as shown in the 


A much improved underwriting picture is indicated. 


Comparing the 
casualty experience exhibits filed with the 


Department Mr. Magrath makes the following observations : 


Premium volume shows a substantial 
increase. Country-wide volume increased 
$23,000,000, of which New York account- 
ed for $11,000,000. The increase over 
1934 was 16% country-wide and 24% for 
New York. One-third of the total busi- 
ness is in New York where stock com- 
pany volume has increased over $3,000,- 
000, although percentage-wise it has 
dropped from 52% to 47% of the total. 
Country-wide volume of stock companies 
increased $9,000,000, but dropped from 
69% to 65% of the total. Only carriers 
licensed in New York are covered by the 
exhibit, so that the indicated country- 
wide volume does not include other state 
funds or local companies of other states. 

Loss ratios, expense ratios and under- 
writing results have improved for all 
types of carriers, both country-wide and 
in New York. 

Carry Backlog of Old Losses 


These calendar year results carry the 


backlog of old losses for which increased 
revenues were established in the calen- 
dar year and are not adjusted to reflect 
interest on tabular reserves. Similarly, 
increased rates applied during part of the 
term and audit additions made after the 
close of the latest year will be reflected 
in later reports. 

Notwithstanding the substantial in- 
crease in premium volume, expense ratios 
remain in excess of permissible for stock 
companies. It would appear, however, 
that companies have allocated income 
taxes to the expense account entitled 
“taxes” and this item showed an increase 
over 1934. 

On a written premium basis acquisition 
and field supervision expenses of stock 
companies equaled 17%%, even though 
the Acquisition Cost Conference had lim- 
ited this expense to a lower percentage 
in some jurisdictions. The complete tab- 
ulation of experience follows: 


WORKMEN’S COMPENSATION EXPERIENCE 


(Countrywide, 1934 and 1935, 


Calendar Years) 








Expense Underwriting 
———Premiums Earned—— ___ Loss Ratio Ratio Profit or Loss 
1934 1935 1934 1935 1934 1935 1934 1935 
Stock companies ......... $ 98,010,799 $107,070,351 62.2 60.4 42.6 42.2 — 4.7 - 2.6 
Mutual companies ....... 34,422,943 43,882,014 61.3 57.7 23.0 22.7 15.7 19.6 
Ste FD cei cdccsceses *9,505,697 *13,977,746 88.6 81.3 21.7 17.3 —10.3 1.4 
Total, all carriers...... $141,939,439 $164,930,111 63.7 61.4 36.4 34.9 — .l a7 
* Actual premiums, all carriers. 
ANALYSIS OF EXPENSES—RATIOS 
Investigation Acquisition 
and and field Gen’l admin- Inspection 
adjustment supervision istration and bureau Taxes 
1934 1935 1934 1935 1934 1935 1934 1935 1934 1935 
Stock companies ......... 10.0 9.6 18.0 17.8 9.8 9.3 2.4 2.4 2.3 3.1 
Mutual companies ........ 8.1 7.3 4.8 4.6 55 5.7 2.8 2.7 1.8 2.4 
Se eee 10.9 8.9 1.2 8 6.5 5.2 3.1 2.4 
Total, all carriers...... 9.6 8.9 13.7 12.9 8.5 8.0 2.5 2.5 2.1 2.6 
NEW YORK STATE EXPERIENCE—CALENDAR YEARS 
Loss 
Premiums Ratios, 
——Premiums Earned—— Loss Ratios Earned 1914. 
1934 1935 1934 1935 1914 to 1935 1935 
Stock companies ........++ $24,290,251 $27,426,209 71.5 69.2 $581,951,650 66.3 
Mutual companies .......-- 10,600,858 13,477,808 55.0 53.2 174,242,778 56.2 


*11,837,730 


$46,818,839 


Gente Feed 26 ccvcccsccovee 


Total, all carriers........ 


*17,025,269 71.1 66.8 


138,480,418 65.3 


$57,929,286 67.7 64.8 


$894,659,345 64.2 


*State Fund premiums adjusted to Board rates, 





Missouri Traffic Survey 


“Average Driver” Chief Menace to Safe- 
ty on Highways, Is One Conclusion 
Reached in 190-Page Book 

The “average driver” is the chief men- 
ace to safety on the highways of Mis- 
souri, according to a traffic survey re- 
cently completed by the Missouri State 
Hichway Commission. 

The survey, a 190-page illustrated book. 
devotes thirty-two pages to a study of 
motor vehicle accidents and fatalities. 
Principal causes of motor vehicle acci- 
dents include: Mechanically defective 
automobiles, continued use of obsolete 
cars, intoxicated drivers and pedestrians, 
increased speed of new over old cars, 
non-uniformity and promiscuous use of 
traffic signs and signals; increasing the 
tendency to ease up enforcement of traf- 
fic laws; increased carelessness by driv- 
ers and ‘pedestrians; failure to eliminate 
road hazards in line with development 
of speed; failure to report accidents and 
lack of intelligent and alert enforcement 
personnel. 

It shows that from 1927 to 1934 in- 
clusive there were 23,554 accidents on 
Missouri highways with a total of 3,036 


fatalities. The estimaied vehicle mileage 
was 2,325,892,328 with 5,616 casualties 
in 1934, or one casualty for each 414,155 
vehicle miles. The total economic loss 
from motor vehicle fatalities in 1927 to 
1934 was $152,000,000 or about $19,000,000 
annually. 

Commenting on the average driver the 
report states: “Sooner or later he does 
something careless. Other than a bad 
scare, there is no important result. But 
later, lapsing into carelessness again, he 
kills somebody. This generally happens 
when he meets some other average driv- 
er who is careless at the same moment.” 

The report also points out that the 
depression years have resulted in the in- 
creased use of automobiles that are me- 
chanically unsafe. It was shown that in 
cities requiring car inspections three out 
of four cars in accidents were in poor 
mechanical condition. The report rec- 
ommends the establishment of testing 
stations where motorists would be re- 
quired to report at least every six months 
for routine inspection of equipment. 





Wright Morrow, attorney, addressed 
the Houston Insurance Exchange at its 
luncheon meeting in the Texas State 
Hotel June 29. 





Keep Down Auto Deaths | 


The safety theme song as summer 
vacations begin is “hold down the 
auto death rise” 
been inevitable 
summer months, 





which has always | 
during spring and | 
reaching a peak in | 
October. The view of W. H. Cam- 
eron, managing director, National | 
Safety Council, on this situation is | 
that congested highways, strange | 
roads and the ever-present high | 
speeds and recklessness are largely 
the reason why the summer months | 
| are a critical period to control traf- 

fic accidents. 

Mr. Cameron used what he called 
“the splendid records of many cities 
in cutting down traffic accidents” to 
support his statement that the sum- 

| mer of 1936 will witness remarkable 
reductions in accidents and thousands 
of lives saved if automobile drivers, 
whether vacationing or driving to 
business, will religiously adopt “safe, 
sane, sensible” driving methods and 
courtesies. 

The press, radio, trade associations 
as well as motor car manufacturers 
and insurance companies in their ad- 
vertising are responding generously 
to the Council’s plea to place still 
more emphasis on the careless causes 
of motor accidents during this period. 

The 8% reduction in traffic deaths 
for the first three months of 1936 
as compared to the corresponding 

period of 1935, slowed down to a 
gain of 6% at the end of April, dur- | 
ing which month 2,460 persons were 
killed in traffic accidents, 100 more 
than were so killed in March. | 








CONDEMN COMP. PRACTICES 


6-Month Study of Ohio Workmen’s Law 

By Senate Body Results in Request 

for Removal of Officials 

The removal of E. I. Evans, head of 
the actuarial division, and Charles C. 
Core, chief of the legal department, from 
the Ohio state industrial commission has 
been recommended by a special senate 
committee whose recently completed re- 
port sharply condemns numerous prac- 
tices in administration of Ohio’s work- 
men’s compensation law. 

The committee placed upon Evans’ 
staff “sole responsibility” for “numerous 
instances of inequality in rate structures 
of the state insurance fund which have 
cost the compensation fund and injured 
workers hundreds of thousands of dol- 
lars.” 

Core was charged with “the entire re- 
sponsibility for the deplorable condition 
of the rehearing department,” which, the 
committee said, took as long as two 
years to dispose of applications for re- 
hearings on claims. The committee ac- 
cused him of “incompetent management” 
and said he had totally “disregarded and 
failed to comply with the spirit of the 
workmen’s compensation act.” 

A list of twenty-one recommendations, 
based on a six month study, were sub- 
mitted. 





Roeber Reports on Payroll 
Audits, Medical Costs 


Attached to Clarence W. Hobbs’ an- 
nual report to the commissioners was a 
memorandum prepared by W. F. Roe- 
ber, general manager of the National 
Council on Compensation Insurance, out- 
lining the work done on test payroll 
auditing, classification inspections and 
medical costs and statistics in compli- 
ance with the desires of the National 
Association of Insurance Commissioners. 
Mr. Roeber submitted a table summar- 
izing the results of test audits made in 
five states on a purely random selection 
basis for the period July 1, 1935, to 
December 31, 1935. In all 600 risks were 
audited. 

Under the program for inspection of 
risks for classification purposes, which 
became effective in most states January 
1, 1934, Mr. Roeber said that approxi- 
mately 15,000 individual risks, located in 
sections where the Council administers 


I. C. C. Names District Key 
Men in M. C. Bureau 


The latest news from the Motor Car- 
rier Bureau of the Interstate Commerce 
Commission, whose insurance and safety 
regulations are awaited with consider- 
able interest, is the appointment of dis- 
trict officials for the entire country. 
Many on the following list are familiar 
names to insurance people: 

District No. 1—Boston—George R. Nuzum, 
formerly traffic manager, Fall River Chamber 
of Commerce. District No. 2—New York City 


—R. K. Hagarty, general manager, C. Rickard 
& Son (trucking firm), Bridgeport. District 
No. 3—Philadelphia—H. R. Stickel, ex-director 
of motor vehicles of Pennsylvania. District 
No. 4—Pittsburgh—R. M. Snetzer, one-time 


District No. 5 
Blease, ex-state commissioner 


accountant, Ohio Commission. 
—Charlotte—S. C. 


of South Carolina. District No. 6—Atlanta— 
Frank P. Morgan, former Alabama commis- 
sioner. District No. 7—Nashville—Herbert 


Qualls, former motor transportation supervisor, 
Tennessee Commission. 

District No. 8—Chicago—L. C. Loughry, 
practicing attorney, District No. 9—Minneapo- 
lis—W. E. Hustleby, formerly secretary Minne- 
sota Commission. District No. 10—Kansas City, 
Mo.—James F. Miller, formerly secretary Neb- 
raska Commission. District No. 11—Little Rock 
—R. G. Atherton, formerly secretary Associated 
Motor Carriers of Oklahoma. District No. 12 
—Fort Worth—T. F. Childs, formerly assistant 
director, motor transportation division of Texas 
Commission. District No. 13—Denver—Daniel 
P. Harris, Jr., practicing attorney. District 
No. 14—Salt Lake City—director not yet an- 
nounced. District No. 15—Portland—Frank E. 
Landsburg, former secretary Washington Motor 
Code Authority. District No. 16—San Francisco 
—R. T Eddy, practicing attorney and former 
1.C.C. examiner. 


rates a its local bureaus, were 
during 1935 separately inspected and re- 
viewed for classification purposes. The 
results of such inspections show that in 
the past two years a major error in the 
classification used on the policies was 
made in about 5% of the risks inspected, 
while about 19% of the risks inspected 
indicated the policies were either writ- 
ten with minor classification error or 
with a distribution of payroll among the 
several classifications at variance with 
conditions found at the time of inspec- 
tion. 

Mr. Roeber then described the plan 
developed by a special committee to 
make available detailed medical statis- 
tical data. This plan, applicable to cases 
closed on or after January 1, 1936, re- 
quires submission of monthly reports by 
the carriers to the Council on all cases 
closed during previous month. 





NON-INSURING EMPLOYER JAILED 

William E. Howe, Jr., president of the 
Central States Transportation Co., of 
Buffalo, was sentenced to six months in 
the Erie county penitentiary and was 
fined $250 by Judge Joseph E. Kelly in 
City Court in Buffalo recently. Mr. 
Howe was convicted of failure to pro- 
vide workmen’s compensation insurance 
for employers of his trucking company. 

The case followed injuries suffered by 
Elmer Harrington, a driver for the com- 
pany, amputation of both legs being nec- 
essary. Disclosure that the employer was 
not covered by insurance resulted in the 
arrest and punishment. Beginning of the 
sentence was deferred to give Mr. Howe 
an opportunity to raise funds to pay for 
a compensation award to the employe 
who was carried into court as principal 
witness for the prosecution. 





PORTLAND, ORE., SPEAKER 


Richard Valente, public liability de- 
partment manager of the Aetna Casualty 
& Surety, on a recent Pacific Coast trip 
was the guest of Bates, Livesly & Pear- 
son, general agents of the company in 
Portland, Ore. He was accompanied by 
Charles Neely, assistant Northwest ser- 
vice manager for the Aetna in Seattle 
Mr. Valente outlined the methods used 
in making liability rates. 
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W. P. Becker deans Forming Of 
Company Pool for Casualty Lines 


Wendell P. Barker, chairman of the 
Mortgage Commission of the State of 
New York, has decided to postpone the 
formation of a pool of a group of casu- 
alty insurance companies which would 
operate similar to the recently formed 
fire insurance pool in the handling of the 
casualty insurance lines of the Mortgage 
Commission. 

The arrangerent was scneduled to be- 
come effective July 1 but when the mat- 
ter was brought before representatives 
of leading casualty companies recently 
in a meeting called by the Fidelity & 
Casualty. at the request of the Commis- 
sion a marked reluctance was shown by 
many of the companies to the outlined 
procedure. It provided for the designa- 
tion of one company as the leader or 
writing company and participation by 
other companies in the pool by way of 
reinsurance. Impressed by this reluctance 
to participate Chairman Barker issued 
the following statement giving his rea- 
sons for postponement of the plan: 


Treading on Dangerous Ground 


‘The more I| think about the proposed 
casualty pool the more I am convinced 
that the Commission would be treading 
upon very dangerous ground if it were 
to concentrate its business with any one 
company or any small group of com- 
panies to the exclusion of a number of 
other and prominent companies. 

“Tl realize that reinsurance is not in- 
dulged in in the casualty business as it 
is in the fire insurance business and I 
have no doubt that there are a number 
of companies which have refused to 
participate in the pool by way of reinsur- 
ance as members of a pool who would 
be glad to take the entire business of 
the Mortgage Commission; in fact, | 
have been told of some who are thus 
willing. In consequence, if we go for- 
ward with the small group, the Mort- 
gage Commission will incur the everlast- 
ing enmity of the agencies of the com- 


A. V. Miller’s Talk 


(Continued from Page 31) 


restrictions with which underwriting and 
insurance operations as a whole are sur- 
rounded. He said in part: 

“T am afraid at times, as I view the situation, 
that insurance activities have become so in 
volved in statute, regulation and red tape, that 
the latter will produce an increasingly deadly 
blight upon initiative, originality and broad pro 
gress in the field of insurance. Is it not the 
minutia of regulation, which in many cases is 
not regulation but serious restraint, responsible 
for the economic hamstringing of insurance in 
many of its fields of activity, and responsible 
for its failure to develop into anything ap- 
proaching its full possibilities in the economic 
picture? * * * 

“Regulation is desirable in its broader sense 
and application, and, we might say, on occasion, 
perhaps, necessary to prevent unsound and un- 
fair practices developing, especially in a line 
of activity which has such a profound bearing 
and effect upon the welfare of our people as 
insurance. But I say to you that when regu 
lation becomes involved in a lot of minute 
technical details, it loses all sense of that broad 
perspective of constructive regulation and in 
stead of preventing certain abuses, it encourages 
and builds up others which some of us believe 
to be vastly more detrimental than the ones 
that regulation was originally conceived to elim 
inate.”’ 


What the Buyer Expects 


As to what the insurance buyer expects 
of imsurance companies or their repre- 
sentatives Mr. Miller gave the following 
suggestions to his agent audience 

Responsibility : Your responsibility to 
your client is very great indeed and, un 
fortunately, in numerous cases the client 
fails to appreciate the responsibility which 
he places upon you and _ therefore your 


panies which are not in the pool and 
whose expirations are coming along from 
day to day. 

Those Not Favoring Pool Idea 

“I would find it difficult to justify the 
exclusion or the rejection of renewals 
as respects companies like the Home In- 
demnity, the Aetna, the Globe, the Hart- 
ford, the Massachusetts Bonding, the 
Royal, Travelers, the Maryland Casu- 
alty, Continental Casualty, Indemnity In- 
surance Co. of North America, New Am- 
sterdam Casualty and United States Cas- 
ualty, which companies, | understand, 
prefer not to join a casualty pool. These 
are all good companies represented by 
fine agencies. 

“Moreover, there would be little solace 
to the Commission as respects the indig- 
nation of these agencies by knowing that 
the home office or company representa- 
tives of these companies had been of- 
fered a participation in the pool and had 
turned it down. 

“Company officials, as I well know, 
look upon these matters very differently 
than their agents and the company which 
refuses to join the pool, thus depriving 
the agency of commissions, would be glad 
to accept business offered to them di- 
rect, thus safeguarding the commission 
of the agent. 

“For the-time being, therefore, I pre- 
fer to hold the entire matter in abeyance 
and I am instructing our brokers, Sim- 
monds & Norris, Inc., to make specific 
renewals during the present month.” 

Mr. Barker also expressed the appre- 
ciation of the Mortgage Commission and 
himself at the splendid efforts which 
have been made by the officers of the 
Fidelity & Casualty to create the kind 
of a pool which the Mortgage Commis- 
sion hoped for but which conditions 
evidently do not at the present time 
permit. If a pool can be arranged under 
conditions favorable to all concerned the 
Commission will be glad to reconsider 
its present decision, he said. 


responsibility to look after his interests is 
correspondingly increased. * * * In some 
respects you have a greater individual 
responsibility toward your clients than has 
the average C. P. 

Education: As a buyer of insurance | 
feel that you, as insurance company repre- 
sentatives, are responsible for educating 
me in a very definite and practical way 
on the general subject of insurance. This 
should include the insurance angles of the 
broad and varied types of risks involved 
in my business which are definitely in- 
surable and which I should consider from 
an underwriting standpoint. 

Through a process of education you 
can open up vast nossibilities for addi- 
tional reve nue, as well as rendering a very 
valuable service to your clients and pros- 
pective clients. By developing out of your 
broad experience and contacts the many 
angles of risk and liability involved in 
any particular business, you may present 
these in such a way to the manager or 
owner of that business as to make him 
realize the necessity of obtaining insur- 
ance to cover. 

Rates: It has only been on rare occa- 
sions that an insurance representative has 
voluntarily furnished or proposed to fur- 
nish me with any detailed information as 
to the basis on which the rate being 
quoted for a particular type of risk is 
determined. Practically all such informa- 
tion which I have obtained has been as 
a result of my insistence that it be fur- 
nished. * * * As a matter of fact, I have 
met few insurance representatives who 
could adequately and intelligently name 
to me the various official rating bodies, 
their functions and prerogatives, how 
anpointed and to whom they are respon 
sible. and what the rights and _ privileges 
of the insurance buyer are before such 
bodies. ; 


Therefore, as an agent you should have 
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an actual and definite working knowledge 
of and acquaintance with the various es- 
tablished rating boards if you are to 
render really constructive service to, and 
protect the interests of, your clients. 

Rate Recognition of Current Trends 

Mr. Miller also urged that the agent 
render constructive service to the insur- 
ance industry as a whole by bringing to 
the attention of these official boards the 
trend of current developments in the 
insurance market as they discover them 
in contacting clients. 

He emphasized: “It is largely from the stand- 
point of self-preservation of the agent that I 
make this point. Unless the agent brings definite 
opinion and pressure to bear on these various 
official rating boards to recognize current trends 
and developments in the insurance business from 
the standpoint of competition, the agents will 
continue to see an increasing proportion of the 
cream of the insurance business being absorbed 
by means of self-insurance, mutual insurance 
and reciprocal exchanges, in all of which the 
agent loses his opportunity for any further 
income.” 

Adjusting Losses: It is your responsi- 
bility to make certain that, as far as it 
is possible to do so, I am fully and ade- 
quately covered for the liability of risk 
that I am insuring against. 

As to inspection and enginecring service 
the speaker summarized: It is much more 
economical, and therefore much more 
profitable to both parties concerned, to 
prevent loss than to pay for loss, and 
all things being equal, the company which 
has the best inspection and engineering 
organization dealing with the particular 
type of risk should be favored with the 
business. 

Financial Responsibility: Frankly, it is 
very difficult for the average insurance 
buyer to appraise independently the finan- 
cial soundness and stability of individual 
insurance companies, but, as with other 
phases of the insurance problem, the 
buyers are coming to be more and more 
careful in their selection of companies 
from the standpoint of financial sound- 
ness which does not always mean _ the 
company with the largest surplus or the 
largest ratio of surplus, but that com- 
pany with good underwriting results and 
control of expenses, together with sound 
ratios of reserves and a carefully diversi- 
fied investment portfolio. 


E. W. Craig, V.-P. a Nat’! 
L. & A., Also Radio Power 


Edwin W. Craig, vice-president, Na- 
tional Life & Accident of Nashville, who 
is on a trip abroad with E. B. Stevenson, 
also vice-president of the company, and 
their respective wives, has progressed 
through all steps from debit to directing 
3,000 agents in the National’s field force. 
\side from being one of the leading 
young insurance executives of the coun- 
try he is influential in the radio broad- 
casting industry. 

Eleven years ago Mr. Craig sold the 
board of directors of the National Life 
& Accident on the idea of purchasing a 
broadcasting station as a “door-opener’ 
for agents and as a unifying force for 
the widely scattered field staff. Station 
WSM under his direct supervision has 
become one of the nation’s leading sta- 
tion with 50,000 watts clear channel serv- 
ice covering the entire South and mid- 
west. Mr. Craig is chairman of the pow- 
erful Clear Channel Group. He is the 
son of C. A. Craig, chairman of the 
board. 


Expansion Program Of 
First Re. Revealed 


TO OFFER 75,000 SHARES AT $22.50 





SEC Application Already Filed Indicates 
Passing of Company’s Control 
Into New Hands 

Details of the expansion program and 
refinancing plans of the First Reinsur- 
ance of Hartford, heretofore unrevealed, 
are contained in its application with the 
Securities Exchange Commission for 
registration of the company’s new stock 
issue of 75,000 shares, 50,000 of which 
will be offered to the public, The di- 
rectors of the First Re. have already 
authorized doubling of the capital to 
$1,000,000, elected John A. Awtry of Dal- 
las as vice-president, general manager 
and director, and Carl F. Sturhahn, Ros- 
sia head, as president. 

According to the SEC application, 
which will be up for approval within 
three weeks, 75,000 shares of First Re. 
will be offered to the public around Au- 
gust 15 at $22.50 a share by Tobey & 
Kirk and Milmerding & Co., both of 
New York. 

Of the proceeds $500,000 will go to 
Rossia International Corp. for the 25,000 
shares, half its present holdings, which 
it will sell, and $1,000,000 will go to F irst 
Re. for the 50,000 new shares to be is- 
sued. The new money will be divided 
equally between capital and surplus. It 
will give First Re., which is now plan- 
ning to go into motor carrier lines, a 
more active participation in casualty and 
surety reinsurance. 

Upon completion of the financing, new 
directors named in the SEC application 
are Jerome P. Bowes, Jr., of Chicago, 
associated with Mr. Awtry; Vincent 
3endix, automobile and airplane acces- 
sories manufacturer, South Bend, Ind.; 
C. W. French, president of Seaboard 
Surety of New York; R. G. Emerson, 
vice president First National Bank of 
3oston; and Frank B. Martin, vice- 
president of Seaboard Fire & Marine 
and Yorkshire Indemnity. 

Directors continuing are Mr. Sturhahn, 
B. N. Carvalho, Thomas Hewes and 
George E. Jones of Hartford, and Rod- 
ney Hitt and Victor W. Sincere, of 
New York. 





HENRY C. BRUMMEL DEAD AT 58 

Henry Christopher Brummel, 58 years 
of age and senior partner in the Chi- 
cago agency of Brummcl Bros., died last 
week after an illness of more than nine 
weeks. He was one of the best known 
insurance men in Chicago and had been 
in the business since 1900. He was also 
vice-president of the Security Fire of 
Davenport and a director of the Albany 
and of the Globe & Republic. 


JOHN H. HICKS DIES 


John H. Hicks, who had a prominent 
part in the enactment of many of New 
York’s insurance laws, died Sunday in 
Boston following an operation. He was 
59 years old and had been a lawyer at 
Canandaigua, N. Y., for thirty-eight 
years. He was admitted to the bar in 
1897. 


BANKRUPTCY PETITION 
A voluntary bankruptcy petition has 
been filed in the U. S. District Court 
in Buffalo by Max Posner, insurance 
broker of Rochester, N. Y. Mr. Posner 
listed liabilities of $147,691 and assets 
of $300. 
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Edw. B. Pierce Joins 
Massachusetts Bonding 


SURETY PRODUCTION MANAGER 





Resigns Maryland Casualty Gen’l Agen- 
cy in N. Y.; R. L. Crossley His As- 
sistant; Newly Created Post 





The New York branch of the Massa- 
chusetts Bonding & Insurance Co. start- 
ed off the month with a newly created 
production department for fidelity and 
surety lines. Edward B. Pierce, surety 
producer of many years’ experience, is 
in charge of the new department, hav- 


ing recently resigned from the Maryland 
Casualty as uptown New York general 
agent, a post he has held for ten of the 
sixteen years he was with that company. 
Robert L. Crossley, right hand man to 
Mr. Pierce for the past five years in run- 
ning the agency, has also joined the 
Massachusetts Bonding where he will 
continue as his assistant. Both have a 
good following among Greater New York 
brokers, and these contacts will be help- 
ful in building up the new production 
department of the Massachusetts Bond- 
ing. 

Mr. Pierce, a University of Pennsyl- 
vania man, studied to be a doctor and 
was well along in his medical course at 
the U. of P. when it was necessary for 
him to go into business. The past six- 
teen years he has spent with the Mary- 
land Casualty. His clubs include the 
Casualty & Surety, New York, Mill- 
brook Country, Greenwich, Conn., and 
Riverside Yacht Club, Riverside, Conn. 


Crossley Son of F. & C. Pioneer 


Robert L. Crossley, assistant to Mr. 
Pierce, comes of an insurance family. 
His father, the late Henry Crossley, gave 
a lifetime of loyal service to the Fidel- 
ity & Casualty and was its assistant 
secretary in charge of agencies upon his 
death in 1914. In the F. & C. Bulletin 
at the time a fine tribute was paid him. 
His son, following in Dad’s footsteps, 
started in the Newark branch office of 
the Fidelity & Casualty, came over to 
New York with the Aetna Casualty & 
Surety in its bonding production divi- 
sion in 1923 and stayed in that post 
until 1927 when he joined the bonding 
production staff of the Commercial Cas- 
ualty in New York. After two years 
there and another two years in similar 
work with the New York branch of the 
Independence Indemnity he joined forces 
with Mr. Pierce in November, 1931, and 
has been associated with him ever since. 





PAUL G. GAREY PROMOTED 





Elected Secretary of Commercial and 
Metropolitan Casualty Co.'s; 3 
Brusoe Assistant Secretary 
Paul G. Garey, who has made a splen- 
did record in building up the accident 
and health business of the Commercial 
Casualty and the Metropolitan Casualty, 
was elected secretary of these companies 
at the semi-annual meeting of the direc- 
torate on Monday. At the same time 
. H. Brusoe was named assistant sec- 
retary and will continue in charge of ac- 

cident and health claims. 

Mr. Garey’s accident and health career 
began with the head office of the old 
Prudential Casualty of Indianapolis 
which was later merged with the Chicago 
Bonding & Insurance Co. with which 
company Mr. Garey was accident and 
health superintendent until he left to 
go to war. Upon his return he started 
his own agency in Indianapolis but left 
the field in 1921 when the Commercial 
Casualty, attracted to him, brought him 


on to Newark, N. J., as accident and 
health underwriter. His advancement 


has been steady since that time. 
When the Commercial and Metropoli- 
tan became affiliated with the Loyalty 
Group Paul G. Garey was selected to 
head the accident and health division of 
both companies. He has more than 
Proved his worth as a business builder 
as indicated by the 1935 premium’ pro- 
duction of his department of more than 


$3,000,000. As secretary he will con- 
tinue his supervision of accident and 
health lines. 

R. H. Brusoe, new assistant secretary, 
came into the Commercial Casualty or- 
ganization in November, 1927, having 
previously been with the Massachusetts 
Bonding head office in charge of acci- 
dent and health claims. Prior to that 
he was with the old United States Health 
& Accident in Saginaw, Mich., which 
was acquired by the Massachusetts 
Bonding. He has made a fine record 
with the Loyalty Group as his promo- 
tion this week indicates. 


HONOR CORNELIUS O’LEARY, JR. 

Ernest Sturm, chairman of the board, 
Fidelity & Casualty, on July 6 presented 
to Cornelius O’Leary, Jr., a gold medal 
watch fob, signifying the completion of 
a quarter of a century service. 

Mr. Sturm’s presentation was made in 
observance of a custom established many 
years ago and applying to employes of 
all of the companies of the America 
Fore group. 

Mr. O'Leary is assistant secretary of 
the F. & C. in charge of the accounts 
department. He entered the employ of 
the company in 1911 as a clerk. 


FATALITIES DROP 12% 

For the first four months of 1936 in 
twenty-six states in which statistics are 
available automobile fatalities totaled 
3,352 compared with 3,809 for the same 
period of 1935, a decrease of 12%. Nine- 
teen states reported decreases, the high- 
est being New Hampshire and Virginia 
where auto deaths were 38% below 1935. 
In only five states, Utah, Rhode Island, 
Arizona, Washington and Montana, were 
increases indicated. The tabulation was 
arranged by the Aetna Casualty & 
Surety. 











Dismay and consternation at the offices of the B-- - 
Company! The feelings of all are voiced by President 
Forsythe: “I can’t believe it! That Joe, of all people, 
could be guilty of such a thing! I would as soon have 
thought of bonding my own father! And to think that 
Joe’s dishonesty might have ruined this firm.” 


“But it hasn’t,” snapped the Treasurer, “thanks to 
one man’s persistence in making us see the value of a 
Primary Commercial Blanket Bond. Joe is the last 


THaGEDY: 





—but for one man’s persistence 


loss occurs. 


person I would have suspected, but we are fully pro- 
tected no matter where dishonesty crops out. This is a 
sad blow to our pride, Tom, but thanks to this man, 
none to our pocketbook.” 


The “one man” in this story was a U.S. F. & G. 
representative—again demonstrating the fact that the 
agent or broker who persists in selling his clients need- 
ed protection is acclaimed for his persistence when a 
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Pink aint on First. 
Interstate Liquidation 


N. J. FIDELITY & PLATE GLASS 


N. Y. Residents Filed 4,117 Claims for 
$14,805,607 of Which New York 
Dep’t Allowed $693,320 


A spent which , masks a forward step 
in the handling of interstate insurance 
liquidation has been filed by Superin- 
tendent of Insurance Louis H. Pink in 
the New York County Clerk’s Office in 
the conservation of the New York affairs 
of the New Jersey Fidelity & Plate 
Glass of Newark, N. J. This report 
winds up the first insurance company 
conservation proceeding undertaken un- 
der Article XI of the state insurance 
law enacted in 1932. Motion to confirm 
the report, which is the second and 
final one on the New Jersey company, 
was heard in Supreme Court = on 
July 8 

When the company was taken over 
for liquidation in New Jersey on May 
28, 1932, with the New Jersey commis- 
sioner of banking and insurance as the 
primary liquidator a contract was en- 
tered into allowing the New York De- 
partment to collect and conserve all 
assets in New York State and to in- 
vestigate and determine allowances on 
all claims made by New York residents. 
This cooperative supervision is in line 
with the policy long urged by the New 
York Department to promote economy 
in liquidation and equable distributions 
of assets of insolvent insurance corpo- 
rations doing business in many states 
of the Union. Provision for similar co- 
operation nationally was made in legis- 
lation passed at Albany recently, but 
this legislation can have no effect until 
other state legislatures act favorably 
also. 

In this conservation proceeding 4,117 
claims were filed by New York resi- 
dents asking total awards of $14,805,607. 
Practically all of these claims have been 
adjudicated or compromised, including 
many legal actions that were pending 
against the company at the time it be- 
came insolvent. Of these claims the 
New York Department has recommend- 
ed for allowance $693,320. Secured and 
preferred claims have been paid out of 
assets collected in the state to the 
amount of $167,752. After court ap- 
proval the balance of the claims will 
be certified to the New Jersey liqui- 
dator for payment insofar as is pos- 
sible out of the general assets of the 
company. 

Superintendent Pink has been ass'st- 
ed in the New York conservation pro- 
ceedings by Max A. Jameson, assistant 
special deputy superintendent, and Wal- 
ter B. Herendeen and Edmund B. Gan- 
ley, attorneys 


ONTARIO RAISES LICENSE FEES 

The Ontario Insurance Department 
announces an advance in_ insurance 
agents’ license fees, expected to add 
about $50,000 to its revenue. For life, 
accident and sickness the fee is raised 
from $3 to $5. For other classes there is 
a new schedule, the fee being $25 in 
municipalities of 50,000 population and 
over, $15 where population is from 25,- 
000 to 50,000, $10 where population is 
from 10,000 to 25,000, and $5 in other 
places. General insurance brokers are 
to pay $25. 


ON BAR ASS’N PROGRAM 

When the insurance section of the 
American Bar Association holds its 
round table during the Boston con- 
vention of the parent organization be- 
ginning Monday, August 24. one of the 
chief topics of discussion will be “Extra- 
Territorial Application of the Work- 
men’s Compensation Act.” Those select- 
ed to handle this subject are Clarence 
W. Hobbs, special representative of the 
commissioners on the staff of the Na- 
tional Council on Compensation Insu-- 
ance; Gay Gleason of the Employers’ 
Liability, and Prof. J. H. Beale of Har- 
vard University, an authority on the 
conflict of laws 








80 John Street, N. Y. 








SEABOARD SURETY CO. 


FIDELITY AND SURETY BONDS-CAPITAL $1,000,000 


Cc. W. FRENCH, PRESIDENT 


———~»>——__- - 


- BEekman 3-7345 








Casualty Ins. Bills Which Became 
Law During Recent N. Y. Session 


Among the legislative measures of a 
casualty-surety flavor which became law 
in New York State during the recent 
session at Albany are the following, as 
reviewed by Don Holbrook 

Departmental Measure 

The DD. T. O’Brien-Piper bill, Senate 
Intro. No. 968, Printed No. 1085, As- 
sembly Intro. No. 1135, Printed No. 
2426, amends subdivision 3, § 7l-a In- 
surance Law, by providing a mutual 
life, health and casualty corporation 
must have a surplus of at least $100,000 
which may be provided by advances to 
the company under subdivision 10 before 
commencing business. D. T. O’Brien 
bill passed became Chapter 344 laws of 
1936. 

The New York Insurance Department 
submitted a memorandum on this bill 
reading : 

“The Department feels that this type 
of corporation should not originate with- 
out some fairly substantial guaranty 
fund. This surplus, of course, can be 
repaid out of earnings.” 
Non-Departmental Amendments to the 

Insurance Law 

The Byrne-Hamilton bill, Senate 
Intro. No. 2028, Printed No. 2605, As- 
sembly Intro. No. 2282, Printed No. 
2931, amends § 107 Insurance Law, rela- 
tive to standard provisions for accident 
and health policies by providing nothing 
in section shall apply to an association 
formed for purposes other than that 
of ‘"r-Y- insurance where not less 
than 1,500 of the members or employes 
are insured for their individual benefit. 

The Senate bill reached third reading 
while the Assembly bill passed and was 
approved as Chapter 569 of the laws 
of 1936. It is understood that the par- 
ticular object of this amendment is to 
facilitate the placing of insurance with 
civil service employes of the State of 
New York. 

The D. T. O’Brien-Stone bill, Senate 
Intro. No. 2104, Printed No. 2732, As- 
sembly Intro. No. 2283, Printed No. 
2932, amends subdivision 4, § 70 Insur- 
ance Law, for indemnifying banks and 
financial institutions against loss of 
warehouse receipts, bills of lading, gold, 
platinum and other precious metals, 
jewelry, watches, gems, etc., against loss 
resulting from damage, except by fire 
to insured’s premises, fixtures and vaults, 
caused by burglary, theft, etc. Assem- 
bly bill became Chapter 736 laws of 1936. 

Significance of Byrne-Reoux Bill 

The Byrne-Reoux bill, Senate Intro. 
No. 1451, Printed No. 2062, Assembly 
Intro. No. 1869, Printed No. 2421, amends 
§ 109 Insurance Law. relative to stand- 
ard provisions for liability policies by 
providing action may be maintained by 
injured person or representative against 
insurer under terms of policy when judg- 
ment remains unsatisfied at end of thirty 


days from date of service of notice of 
entry of judgment upon attorney for 
insured and the insurer. Assembly bill 
passed and became Chapter 433 laws of 
1936. 

The committee on state legislation of 
the Association of the Bar of the City 
ot New York in commenting on the 
3yrne-Reoux bill said in part: 

“Under the present law a right of 
action against the insurance company 
is given to the injured person only when 
execution against the insured has been 
returned unsatisfied because of the in- 
solvency or bankruptcy of the insured. 
The bill would simplify the procedure 
required in recovering from the insurer 
for the benefit of the injured party. The 
bill is approved.” 

Two Crime Bills Now Law 

The Fite bill, Assembly Intro. No. 305, 
Printed No. 990, adds new Article 10-b 
Lien Law, for imposing surety bond 
liens on real estate given as security in 
recognizance of bail. Passed and be- 
came Chapter 55 laws of 1936. This 
was one of Governor Lehman’s crime 
program bills. 

The Fite bill, Assembly Intro. No. 
2311, Printed No. 2976, amends § 556-c 
Criminal Code, relative to execution and 
verification of notice of surety bond on 
real estate given as security in recog- 
nizance of bail. Became Chapter 536 
laws of 1936. This also was one of the 
crime program bills. 

The E. S. Moran bill, Assembly In- 
tro. No. 1970, Printed No. 2735. amends 
subdivision 6, § 70 Insurance Law, for 
insurance against loss of and damage to 
glass including lettering and ornamenta- 
tion thereon and frame, resulting from 
breakage to the insured glass. Passed, 
became Chapter 622 laws of 1936. 


TO DRAFT O. D. AMENDMENT 


A special commission created by the 
1935 Michigan Legislature to study pro- 
posed changes in workmen’s compensa- 
tion insurance so as to make occupa- 
tional diseases compensable has virtually 
decided to draft such an amendment to 
the present law for submission to the 
1937 Legislature, according to George A. 
Krogstad, acting chairman. Mr. Krog- 
stad announced the commission will con- 
duct an Upper Peninsula hearing at 
Marquette August 28 when sentiment in 
that section of the state will be sounded. 
Most of those appearing before the com- 
mission so far have favored broadening 
of the law, Mr. Krogstad said. 


NEW HUNGARIAN PLANS 


The creation of a Central Insuranc> 
Society is planned for Hungary in which 
the treasury and all the companies doing 
business in the country will particinate. 
It will take part of the control of the 
companies doing business in the country. 








Joseph Bill Defining 
Title Co. Powers Fails 


OFFERED BY N. Y. DEPARTMENT 





Measure Was Disapproved by State 
Legislation Committee of Bar 
Ass'n of N. Y. City 





One of the most important Depart- 
mental bills of the recent New York 
legislative session which affected title 
guaranty corporations was the Joseph 
bill, Senate Intro. No. 883, which passed 
the Senate but died in Assembly. An- 
other bill substantially along the same 
lines was introduced in the Assembly by 
Assemblyman Pack, but it died in com- 
mittee. These bills would have added 
new article 5 to the insurance law and 
amended sections 16, 24, 65, 139, 140, 141, 
141-b of the law, for incorporating title 
guaranty corporations relative to their 
powers, to limitations of investments in 
mortgages, to restrictions of power to 
issue guaranty and to prohibiting sale 
of participation. 

The committee on state legislation of 
the Association of the Bar of the City of 
New York disapproved this bill and said 
in part: 

“This bill would amend the Insurance 
Law by repealing Article V relating to 
title and credit guaranty corporations 
and by substituting a new Article V re- 
lating to ‘title insurance corporations.’ 
The purpose is to permit the business of 
title insurance to be carried on by title 
companies and to permit such companies 
also to purchase and sell without guar- 
anty mortgages on improved unencum- 


bered real property worth 50% more 
than the amount of the loan. This bill 
is preferable in principle to Sen. Intro. 


283, Assembly Intro. 444, disapproved in 
our 1936, 238. That bill forbade any 
dealings in mortgages whatever by title 
companies, whereas the present bill per- 
mits the purchase and sale of whole 
mortgages 


Ascertaining Fair Value of Plan 


“Section 173 would provide that newly 
organized companies may carry as an 
asset their title plant at its fair value as 
determined by the Superintendent of In- 
surance, but that, beginning with the 
fourth year following the acquisition of 
the plant, its value shall be charged off 
at the rate of 10% per annum. With 
regard to companies already in existence, 
provision is made for similarly ascertain- 
ing the fair value of the plant, less a 
charge-off of 10% beginning with the 
fourth year after the acquisition of the 
plant. It is believed that this should be 
changed to the fourth year following the 
enactment of the amendment. * * 

“The most serious defect, however, is 
found in section 182, making wholesale 
application to title companies of various 
other provisions of the Insurance Law 
designed to cover other types of insur- 
ance but which are not properly applica- 
ble to title insurance business. 

“Thus section 65 disregards the fact 
that title companies obtain most of their 
business from real estate brokers and 
attorneys, not from insurance brokers. 
That section is in part designed to pre- 
vent splitting of commissions and re- 
bates, but expressly provides that this 
section shall not prevent any insurer or 
its agents from paying commissions to 
licensed brokers. A corresponding ex- 
ception in the case of title companies 
should be made with respect to real 
estate brokers and attornevs.’ 





N. H. AUTO RATE JUMP 


Increased automobile liability rates be- 
came effective June 1 in New Hampshire, 
the increases averaging throughout the 
state 744% for pleasure cars and 10% 
for commercial vehicles. Insurance Com- 
missioner J. E. Sullivan says motorists 
will pay $80,000 more a year as a result 
of the higher rates. The only area to 
escape a jump was Concord, where losses 
have been normal. 
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SOMETHING TO 
AS THE SUN GOES DOWN 


AST year, there were some 6800 

more deaths in automobile acci- 

dents during the hours of dusk and 
darkness than during the daylight. 


Which means that the chances of 
being killed in an automobile accident 
go up as the sun goes down. 


The figures clearly indicate that what 


may be a reasonable rate of speed for 
daytime driving is often dangerous at 
night. Too often the driver is unable 
to stop within the range of his own 
headlights. 


This is worth remembering when you 
take a trip this week-end. Traffic will 
be heavy. You may be driving late. So 
SLOWDOWN AT SUNDOWN. 


REMEMBER 








Published in the interest of 
public safety 
THE TRAVELERS INSURANCE 
COMPANY re 


THE TRAVELERS INDEMNITY 
COMPANY 


THE TRAVELERS FIRE INSURANCE 
COMPANY 


HARTFORD, CONNECTICUT 
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Great Welcome Given to H. G. Evans 
By American Casualty In Reading 


The reception and dinner last week 
the American Casualty of 
welcome Harold G. 
Evans as the new executive vice-presi- 
dent of the company has gone on the 
records as one of the most notable gath- 
history of that company 
which is nearing its thirty-fifth year. 
Not only did the rank and file of the 
American Casualty personnel—home of- 
fice and field—turn out, but distinguished 
guests included the president of the Na- 
tional Association of Insurance Agents 
—Kenneth Bair—who gave added human 
interest to the event by reviewing his 
personal friendship with Mr. Evans since 
boyhood days; the insurance commis- 
sioner of Pennsylvania—Owen B. Hunt 
and his deputies E. S. Joseph and M. J. 
Bradley; the well known Irvin Ben- 
diner of Philadelphia, general counsel to 
the life underwriters association there; 
the secretary-manager of the Insurance 
Federation of Pennsylvania—Homer W. 
Teamer, and Joseph A. Sexton, research 
director, Pennsylvania Insurance Depart- 
ment who made some frank comments 
on why insurance company officials 
should not be opposed to social security 
measures. 
The warmth of the tribute paid to 
Harold G. Evans by all of these guests 
was taken as a fine indication of the 
esteem with which he is held in the 
state. That he is progressively alert is 
shown by his announcement at the gath- 
ering of certain changes which will im- 
prove the operations of the American 
Casualty. Its financial position is ex- 
cellent, he said, and its June 30 state- 
ment shows total admitted assets of 
$2,500,000; total liabilities of $1,400,000; 
and policyholders’ surplus of $1,100,000. 


Called Able and Dynamic 


Commissioner Hunt in whose depart- 
ment Mr. Evans was chief of the divi- 
sion of companies predicted that under 
his leadership the American Casualty 
would become one of America’s banner 
casualty companies; Deputy Joseph de- 
scribed Mr. Evans as a “walking ency- 
clopedia” with a great capacity for work 

an executive who knows what he is 
talking about. In turn Irvin Bendiner 


given by 
Reading, Pa., to 


erings in the 


12 Cine ‘Winesic 
In N. Y. Ins. Society Exams 


A dozen prize winners in the 1935-36 
casualty-surety course of the Insurance 
Society of New York based on the re- 
sults of the examinations held last April 
have just been announced by John J. 
King, Hooper-Holmes president, who is 
chairman of the committee on prizes. 
The list which follows includes three 
“students” of the Fidelity & Casualty 
and two of the National Surety Corp. 
The prizes will be awarded to the re- 
cipients at the opening meetings of the 
new classes in the Fall. 

Casualty II.—First prize, Austen D. 
Brown, Great American Indemnity, and 
Willis E. Mayne, Jr., General Accident; 
second prize, Thomas J. Reilly, Fidelity 
& Casualty; third prize, Milton Malpas, 
General Reinsurance Corp., and Frank 





Hornby, Jr., Central Hanover Bank & 
Trust Co. 

Casualty IIJ.—First prize, Edward 
Carroza, Fidelity & Casualty; second 


prize, William A. Lieder, Chubb & Son; 
third prize, Edward H. Kingsbury, Fi- 
delity & Casualty. 

Surety I—First prize, Philip G. An- 
drews, Insurance Co. of North America; 
second prize, David Gelb, National Sure- 
ty Corp., and F. Gilbert Lee, Liberty 
Mutual; third prize, Muriel C. Sheri- 
dan, National Surety Corp. 





HAROLD G. 


EVANS 


pointed to his intellectual honesty and 
great capacity for making friends—an 
able dynamic executive. 

Mr. Evans in his response impressed 
upon his listeners the prestige of the 
American Casualty in the city of Read- 
ing; how the community profited by 
having the home office located in its 
midst, promoting as it does local activity 
by increasing bank deposits and stimu- 
lating real estate operations. He pointed 
to the American Casualty as the oldest 
casualty company in Pennsylvania. In 
closing he said: 

“A casualty company must have a 
particular understanding of labor and 
social problems since it has fallen to 
this class of insurance to assume work- 
men’s compensation risks. It is there- 
fore necessary for such a company to 
keep abreast of modern economic and 
social developments and to have a keen 
sense of public relations and of the 
needs of masses of people to whom in- 
surance represents not a cold problem 
of statistics, but one touching upon the 
struggles of every-day life.” 

Harvey H. Shomo, veteran president 
of the company, one of the organizers 
of the company back in 1902 who has 
courageously taken the lion’s share of 
the responsibility in guiding the com- 
pany through strenuous depression pe- 
riods, welcomed Mr. Evans as “my jun- 
ior partner.” And Edgar G. Lynch, su- 
pervisor of agents, was in fine form as 
toastmaster. 











Te Falvey Comments 
On Fidelity Bond Week 


URGES THAT AGENTS PUSH IT 





National Observance of Movement, He 
Says, Should Bring Home to Public 
Value of This Protection 





The advantages to the surety agent in 
selecting a particular line on which to 
focus special effort where conditions fa- 
vor successful development of that line 
are pointed out by T. J. Falvey, presi- 
dent, Massachusetts Bonding, in connec- 
tion with the proposed Fidelity Bond 
Week favored by many for next Fall. In 
a current message to agents of the com- 
pany in the Concentrator Mr. Falvey 
says that nation-wide observance of such 
a week should bring home forcefully to 
the public at large the value and impor- 
tance of fidelity bond protection. He 
adds: 

“The project is entirely worthy from 
every standpoint. It is on a par with 
other similar movements which, while 
increasing business volume for their 
sponsors, at the same time confer real 
benefits upon people at large through 
education in the matter involved. 

“Let fidelity bonds occupy a promi- 
nent place in our activities in the next 
few months.” 

Among his recommendations Mr. Fal- 
veys urges that Fidelity Bond Week 
start right now and be continuous; that 
agents brush up on knowledge of forms, 
coverage and rates “so that you may talk 
authoritatively and answer questions 
readily; that circularization is all right 
as an introduction but nothing can equal 
personal contacts; that if asked to serve 
on a local committee accept the invita- 
tion and do your unselfish best to make 
the work a success.” 





GRACIOUS ACKNOWLEDGMENT 
characteristic fashion William 

Joyce, former chairman of the Na- 
tional Surety Corp., who is now presi- 
dent of W. B. Joyce & Co., 115 Broad- 
way, New York, has this week made 
public acknowledgment to Superintend- 
ent of Insurance Louis H. Pink of New 
York State for the high compliment he 
recently paid Mr. Joyce in naming him 
creator of the National Surety rehabilita- 
tion plan. Mr. Joyce’s letter to the Su- 
perintendent appears on the back cover 
of this issue. 


In his 





NEW HOSPITAL RIDER 

The North American Accident has just 
extended its hospital policy coverage by 
adding a new rider covering accidents 
only to its present accident and sickness 
form. The accident only form, costing 
only half as much as the parent policy, 
is sold in units. It will help to control 
lapses, says the company. 


Joe Collins, 35 Years Elevator Man In American 
Surety Building, N. Y., Dined By Officers 


That mysterious character in Sax 
Rohmer’s “The Invisible President,” who 
could read an entire newspaper once, 


and then repeat it, word for word, from 
memory may not have a living counter- 
part; but a near approach is found in 
the person of Joe Collins, elevator dis- 
patcher of the American Surety Co. 
building at 100 Broadway, New York, 
who has been with the company for more 
than thirty-five years. 

Joe is big, beaming and benign, and 
with the passing of the years has ac- 
quired a type of architecture that ob- 
structs his view of his shoe laces, Not- 
withstanding this apparent handicap, Joe 
can give you the exact location of any 
tenant of the big home office building 
of the American Surety, and do it with- 
out an instant’s hesitation. 

Nor does this constitute Joe’s entire 





bag of tricks. In most cases he remem- 
bers tenants who have left the building 
as long as twenty or twenty-five years 
ago, and knows many of their present ad- 
dresses. 

A few months ago Joe was given a 
luncheon in the executives’ lunchroom 
on the twenty-third floor in observance 
of his thirty-fifth anniversary with the 
company. In his talk on that occasion 
President Lafrentz concluded his remarks 
with the statement that the company was 
to be congratulated on having a man 
like Joe in its employ, and complimented 
him upon his long and faithful service. 

Joe is well known in a considerably 
larger area than that to which his gen- 
eral duties are confined, and known par- 
ticularly for his courtesy and his effi- 
ciency in giving visitors the exact in- 
formation they request. 








Keen Interest in Stolen 
Property Law in N. Y, 


COE ROBBERY COMES UNDER IT 





Provides That Failure to Notify Police 
Upon Returning or Accepting Stolen 
Property Is Misdemeanor 





In recent weeks there has been keen 
interest in the increased vigilance of 
city, state and national authorities as to 
the procedure governing the return of 
stolen property. Undoubtedly the recent 
signing by Gov. Lehman of an amend- 
ment to the penal law of New York 
State in relation to the return of such 
stolen property has had as much to do 
with this interest as any one single 
factor. Known as Chapter 893 of the 
laws of 1936 the amendment, new section 
1307a already effective, says that failure 
to notify the police upon returning or 
accepting stolen property shall be con- 
sidered a misdemeanor and the punish- 
ment will be accordingly. 

The new amendment takes on added 
interest in view of the recent loss of 
$400,000 by William R. Coe, chairman of 
the board of Johnson & Higgins, when 
his home on Long Island was robbed by 
a lone burglar. One item alone was a 
$300,000 pearl necklace which Mr. Coe 
had presented to his wife. An interest- 
ing aspect to this case is the fact that 
Noel Scaffa, well known jewel detective 
who represents the Federal Insurance 
Co., has been assigned to it. The Coe 
loss, it appears, is the first to come un- 
der the provisions of Chapter 893 of the 
penal law and as such will be watched 
closely by insurance men. The new sec- 
tion 1307a reads as follows: 

“Failure to notify police upon return- 
ing or accepting stolen property. Any 
insurance company or adjuster, private 
detective agency, or any of their duly 
authorized agents or employes, or any 
person acting for them, and any other 
person engaged for hire to secure the 
return of stolen property, which or who 
shall return to the owner, or any person 
in his behalf, any property previously 
reported to a police agency or a member 
thereof as having been stolen, or which 
or who shall, directly or indirectly, ac- 
cept the return of such property or pay 
a reward therefor, without first notifying 
the police agency in the locality where 
such property was stolen and receiving 
permission so to do, shali be guilty of a 
misdemeanor.” 





2ND DIVIDEND TO CREDITORS 





$197,646 Just Paid Out in General Surety 
Liquidation; Total Allowed 
Claims Are $4,650,509 

Creditors of the General Surety of 
New York in liquidation received this 
week from the New York Insurance De- 
partment a second dividend of 4%4% of 
the allowed claims and totaling $197,646. 
The first dividend of 6%, aggregating 
$299,192, was paid in February out of 
the company’s statutory deposit while 
the present distribution is out of general 
funds. It follows approval by Supreme 
Court Justice Timothy J. Leary of Su- 
perintendent L. H. Pink’s third petition 
and report on the liquidation proceeding. 

Total allowed claims in the General 
Surety liquidation aggregate $4,650,509 
against which there are outstanding 
mortgages in the face amount of 
$4,200,000. 


EXTENDS SCOPE IN VIRGINIA 

The Farm Bureau Mutual Automobile 
has been authorized by the Virginia state 
corporation commission to use existing 
rates, rules and regulations for casualty, 
fidelity and surety companies doing busi- 
ness in that state and represented by the 
Towner Rating Bureau. This is a new 
class of business for that company. 


AGENT’S 40TH ANNIVERSARY 
William M. Ford, president, Ford, 
Walker & Hern, Inc., Shreveport, La., 
agent, has recently been honored at a 
surprise celebration in honor of his forti- 
eth anniversary in the insurance business. 
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Organized 1875 





ACCIDENT AND CASUALTY INSUKANCE COMPANY 
OF WINTERTHUR, SWITZERLAND 


111 JOHN STREET 
NEW YORK 


United States Branch 


Statement January 22, 1936 


ASSETS 
U. S. Treasury Bonds and Notes. . . . « « $1,390,291.54 
0 a a a a ae 484,505.00 
eee ss ee tl ee a ee ae we Ce Ce 137,543.87 





Accrued Interest . . « © © «© © © © © e 16,519.07 
Cashin Banks. . «© «© «© © 0 0 0 o so le (6NOSTSOCR 
$3,065,940.30 


All Securities taken at Market Value January 22, 1936. 


LIABILITIES 
Voluntary Contingency Reserve . . . « « + $ 565,940.30 
Statutory Deposit, New York . 850,000.00 
Net Surplus above Deposit . . 1,650,000.00 
Surplus to Policy Holders . . . . - + + 2,500,000.00 
$3.065.940.30 











NEAL BASSETT 


United States Manager 
111 JOHN STREET, NEW YORK 
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A Letter to Superintendent Pink — 


—— 


from Wm. B. Joyce Trit 
Ci 




















July 7, 1936 66 A 
Mr. Louis H. Pink, Superintendent of Insurance Also | 
New York Insurance Department “ 
80 Center Street, New York Cit 
af PERS 
Dear Mr. Pink: — 
+4 
When a few days ago you graciously credited me as originator | 
of the idea of organizing the National Surety Corporation out of the "ashes" Over 
bility ir 
of the old National, which is the fact, it gave me the biggest thrill I have the new 
City, th 
experienced since the dark days of 1933, because it is really something Manhat 
ae 
to be proud of! Never in the history of insurance had such a plan been potion 
proposed before; many regarded it fantastic. asi 
necting 
It made me feel somewhat repaid for the tremendous pressure ee 
imits Oo 
I was under. I took the lead and put the plan into successful operation owners 
Bridge 
as the Corporation's first executive officer. | persona 
of the 
Having spent more than forty years building up the old Na- ee 
tional Surety Co. my interest in the progress of the new corporation and the — 
welfare of its many loyal producers and employes will never diminish. =— 
oroug 
Hundreds of my old "boys" in the field and home office employes are warm wide ki 
the Ney 
personal friends, and memory of many happy years in association with them 
is cherished. Were I to live a thousand years I would not forget them. want 
River c 
cluding 
It is gratifying to read your complimentary remarks on the aoa 
480,000 ; 
Corporation's excellent condition which reflects the good work my old agents he ag 
or the 
$2,520, 0( 
and employes are doing. for $70 
a1% d 
Thank you so much! a | 
as e 
Cordially Yours, musine 
and oc 
Wm. B. Joyce. dorsem: 
Five 
ance gr 
tiple ri 
The cor 
0% of 
North 
Eagle, 
=== 
Fire Di 
Brokers 
Marine 
Casual 
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